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Program Ready For Annual Meeting Of 
National Assn. Of Insurance Agents 


Details have been completed for the 
65th annual convention of National 
Assn. of Insurance Agents at Dallas 
Sept. 24-27. The executive committee 
under Chairman Cooper M. Cubbedge 
of Jacksonville will hold sessions the 
four days preceding the convention 
opening on Monday. All sessions of 
the convention are at the Statler Hil- 
ton. Rex S. Harris is convention chair- 
man, Walter G. Hartley Jr. is chair- 
man of the men’s committee, and Mrs. 
M. J. Mittenthal heads the ladies’ 
committee. All are of Dallas. The 
program is: 

Sunday, Sept, 24 

9 am.—Registration, ballroom floor. 

9:30 am.—Secretary-managers’ 
meeting, Junior ballroom. 

12—Ladies’ lounge opens in rooms 
422-30. 

3:15 p.m.—Meet the press panel, 
Grand ballroom. H. H. Nelson, Council 
Bluffs, executive committeeman, mod- 
erator. For the industry: T. Nelson 
Parker, Virginia commissioner and 
president of National Assn. of Insur- 
ance Commissioners; William E. New- 


Ill. Pond To Meet 


Illinois Blue Goose will conduct its 
fall business meeting and _ initiation 
Oct. 5 at the Lafayette Hotel, Rockford. 

The newly reactivated Blackhawk 
puddle will be in charge of arrange- 
ments. There will be an initiation and 
business meeting in the late afternoon, 
followed by a reception and dinner. 





Mutual Bureau has amended in New 
York the coverage under CPL and 
farmer’s CPL, effective Sept. 13- Cov- 
erage is now afforded automatically 
without charge for the remainder of 
the policy period, for outboard motors, 
regardless of horsepower, acquired 
during the policy period. 








- 
SF a 

Gov. John Dempsey of Connecticut, 
right, accepts the first certificate writ- 
ten under the new Connecticut 65 plan 
for extended health insurance for per- 
sons 65 and older in Connecticut. Mak- 
ing the presentation is Frederick P. 
Perkins, Aetna Life, a member of the 
plan’s executive committee. Louis R. 
Lyman Jr., Travelers, acting manager 
of the plan, holds the application 
which the governor filled out to ob- 
tain coverage for his mother, Mrs. 
Edward Dempsey. 





comb, president of Great American; 
Kent Parker, manager of Inter-Re- 
gional Insurance Conference, and Por- 
ter Ellis of Dallas, president of NAIA. 
For the press: Fred C. Crowell Jr., 
publisher Insurance Field; Harry P. 
Bouck, editor Mid-American Insur- 
ance for Agency Producers; Roy Pa- 
sini, editor of Underwriter’s Report, 
and Kenneth O. Force, executive ed- 
itor of THE NATIONAL UNDERWRITER. 

6:45 p.m.—Get acquainted buffet, 
Grand ballroom. 

Monday, Sept. 25 

9 a.m.—Opening general session, 
Grand ballroom, Porter Ellis presiding. 
Recognition of past presidents. Victor 

(CONTINUED ON PAGE 17) 


Mass. Brokers Blast 
Homeowners Filing 


James Cantor, Boston, president. of 
Insurance Brokers Assn. of Mass- 
achusetts, has scored a new filing to 
reduce Massachusetts homeowners 
rates and has predicted that a reduc- 
tion would lead to a tightened market, 
commission cuts, slow payment of 
claims and “serious threats to com- 
pany solvency.” 


Hits Judgment Used 


Writing in the association’s news- 
letter, Lines for Brokers, Mr. Cantor 
stated that the judgment used in filing 
the 1959 homeowners was not sound 
and that the present rate itself is in- 
adequate. He went on to say that even 
without such evidence, the association 
believes the present Massachusetts pro- 
gram has not been in effect long 
enough to develop adequate experi- 
ence for any rate change—up or down 
—and that no further use of a judg- 
ment factor should be allowed. 

Mr. Cantor closed with a challenge 
to “those few who stand to benefit 
from a further rate cut,” and offered 
to publish their remarks if “they feel 
that their reasons can be frankly 
stated.” 





Formal Statement Given 


In his formal statement, Mr. Cantor 
wrote: “Massachusetts homeowners 
rates may be reduced again if we are 
correct in believing that a new filing 
is now being studied by the Massa- 
chusetts department. State rating laws 
and filing procedures make it impos- 
sible for us to obtain either the loss 
and expense figures used to justify 
the new filing, or any definite official 
confirmation that the filing exists. De- 
spite these difficulties, we are reason- 
ably certain that a filing has been 
made and that it calls for a new rate 
cut.” 

Mr. Cantor said that evidence now 
available through informal conversa- 
tions with company executives, as well 
as reports of underwriting losses ap- 
pearing recently in the business press, 
helped to form the association’s think- 
ing on the “new filing.” 

A homeowners filing by New Eng- 
land Fire Insurance Rating Assn. is 
pending before the Massachusetts de- 
partment. 


Loss Men Ready 
Ahead Of Time For 
Texas Hurricane 


The hurricane that struck the Gulf 
Coast of Texas Monday had a double 
name before it reached land. It was 
euphemistically called “Carla” by the 
U. S. Weather Bureau, and Catastro- 
phe #27 by the National Board. By 
the middle of the week it had caused 
extensive loss, estimated in the daily 
papers as “hundreds of millions,” but 
no reports could be made by the ad- 
justing organizations at such an 
early date. Details are not necessary, 
however, to confirm the expectations 
that this will be a major insurance 
disaster which will have an effect on 
the loss ratios of most of the fire com- 
panies. 


Elaborate Preparations 


Insurance preparations for this 
storm were the most elaborate ever 
undertaken for any loss before it hap- 
pened. For several days beforehand it 
was obvious the hurricane would hit 
the Gulf Coast. General Adjustment 
Bureau routed 300 men from the east- 
ern, southeastern, western and Pacific 
Coast departments to Texas over the 
weekend. Many of them were in Tex- 
as before the winds were high. Na- 
tional Assn. of Independent Adjusters 
had its catastrophe plan in operation. 
It was the first time an adjusting or- 
ganization had ever moved men to 
the scene of a loss before any damage 
occurred. 

This early action of the insurance 
industry to perform its functions re- 
ceived due notice in the press. The 
situation was unusual in the early 
stages—news services had reporters 
all over the area where the hurricane 
was expected, but before the storm 
arrived they had little to write about 
but the preparations. 

As the wind hit, a sizable portion 
of the coast was subjected to exceed- 

(CONTINUED ON PAGE 45) 


Fla. Court Allows Policy 
Switch Under Mortgage 


The decision of a Florida district 
court of appeals that a homeowner 
can change his insurance policy in 
connection with a mortgage is a prece- 
dent setting decision that may have 
repercussions outside of Dade County 
where it was made, according to a 
statement by George R. McKiever, 
Miami, president of National Assn. of 
Mutual Insurance Agents. 





Wanted To Change Policies 

Edward H. Maisel, the homeowner, 
went to court because he wanted to 
change policies at the end of the first 
year of his loan. The mortgage holder, 
J. I. Kislak Mortgage Corp., claimed it 
was not its practice to interrupt exist- 
ing coverage until the normal expira- 
tion date. A lower court upheld Kis- 
lak, but the appeals court said that a 
Florida law, making it illegal for a 
mortgage holder to coerce a homeown- 
er on the original policy, also applied 
to any change he desired to make. 

Mr. McKiever does not believe the 
point has been ruled on elsewhere. 


N. J. Agents’ Main 
Desire Is Freedom 
Of Contract Bill 


Hutchison, Weidel Named 
To Top Posts; Blast By 
Barry On Current Scene 


ATLANTIC CITY—Determination 
to achieve freedom of contract legisla- 
tion similar to 
New York’s Bar- 
rett-Russo bill was 
a keynote at the 
annual meeting 
here of New Jer- 
sey Assn. of Insur- 
ance Agents. The 
theme was sound- 
ed by James L. 
Ryan, Paterson, in 
his presidential 
report and was re- 
peated with em- 
phasis in the legis- 
lative committee’s account of its ac- 
tivities during the year. 

John R. Barry, president Corroon & 
Reynolds, added to the cumulative im- 
pact in his rousing message calling for 
a return to sanity in competitive con- 
ditions. He said that when the fog is 
eliminated the picture is plain: The 
whole present philosophy of competi- 
tion boils down to reduction in price 
for the public at the agent’s expense 
through lower commissions. 

The meeting drew the usual throng 
of close to 800 which is attracted 

(CONTINUED ON PAGE 42) 


Sec. Of Labor Goldberg 


For Broader, Improved WC 


Secretary of Labor Goldberg has 
written to all state labor commis- 
sioners and state administrators of 
workmen’s compensation programs, 
urging improvement in the WC sys- 
tem. His action was in connection 
with the 50th anniversary of WC, 
marking establishment of the first law 
in Wisconsin. 

Mr. Goldberg said that WC should 
be extended to millions now excluded, 
benefits should be increased and paid 
promptly, and greater and more effec- 
tive methods should be sought to re- 
habilitate injured workers through 
medical care and training. 





R. W. Hutchison 








Mutual Loss Managers 
Meeting Cancelled 


Because Of Carla 

One of the first effects of Hurri- 
cane Carla was to cause cancella- 
tion of the Mutual Loss Managers 
Conference that was scheduled for 
the Edgewater Beach Hotel, Chica- 
go, Sept. 19-22. The governing board 
of Mutual Loss Research Bureau 
instructed the management to can- 
cel the 1961 meeting as the demand 
for adjusting help in the field and 
in the offices obviously would have 
curtailed attendance appreciably. 
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One of the chief executives of a 
large insurer organization writes: 


I have been reading with a great 
deal of interest the series of articles 
in your paper during recent weeks, 
wherein leaders in the business have 
expressed their views on the reasons 
for the ills from which the business is 
suffering today. 

There is one phase of the business 
which has not been given any serious 
discussion. That is the laxity in the 
field of loss adjustments. There are 
cases every day in which losses are 
handled in an _ indifferent manner, 
where excessive payments obviously 
are being made, and where proof is 
taken when there is a serious question 





Agent Council Formed 
By Atlantic Mutual 


Atlantic Mutual has formed an 
agents advisory council. Miles F. York, 
president, stated that three regional 
meetings of the council will be held: 
Sept. 18-19 in New York; Sept. 21-22 
in Chicago, and Sept. 28-29 in Pebble 
Beach, Cal. In October a _ national 
council meeting will be held in New 
York with agents from each of the 
three regions participating. 

The formation of an agents advisory 
council, Mr. York said, is a direct out- 
growth of the informal agents’ sem- 
inars which were held in 1960. The 
new council will be a continuing body 
with a rotating membership. Its pur- 
pose is to provide a panel of agents 
from different parts of the country to 
meet with company officers and dis- 
cuss ways to solve today’s competitive 
problems in the insurance business. 

The company expects that the ad- 
visory council will make possible on 
a continuing basis the same construc- 
tive, cooperative effort that has proved 
fruitful through the seminars. 


Stewart Hopps Indicted 
For Income Tax Evasion 


Stewart Hopps, former insurance ex- 
ecutive, has been indicted by a New 
York federal grand jury for evading 
payment of approximately $1.5 million 
in personal and corporate income tax- 
es. 

The indictment charges that false 
returns were filed for Mr. Hopps from 
1953 through 1955, and for Atlantic 
Brokerage Corp. a Nevada company 
reportedly owned by Mr. Hopps, for 
the years 1952 through 1954. A total 
of $8,923 was paid on all six returns 
against actual taxes due of $1,423,906, 
the indictment states. 

Government officials said that the 
full amount owed, counting interest 
and penalties, is about $4 million. 

Named with Mr. Hopps were Lowell 
M. Birrell, an associate of Mr. Hopps 
who has been out of the country for 
several years; Mrs. Loretto C. Chool- 
jian, Mr. Hopps’ former secretary and 
office manager, and Louis Kovel, a 
tax consultant. 


Selective Appoints 


Selective of Cincinnati has named 
Gordon Carson field representative for 
Indiana. Mr. Carson will be located in 
Indianapolis and succeeds Eugene Ly- 
ons who has been transferred to the 
home office. 
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Losses Constitute One Area Where 
Business Could Improve Its Results 


of liability. This applies to both large 
and small losses but particularly to the 
latter where bills are accepted with no 
effort to verify quantities or prices. 
Multiply these small losses by the 
thousands and the figures become 
tremendous. There was a time when 
it was considered good public relations 
to take a liberal attitude on small 
losses. But with the present loss ra- 
tios, lowered rates, and a claim con- 
scious public, that time seems to be 
gone. 


Covers Everything 


With the introduction of the home- 
owners, the public has been educated 
to believe that no matter what hap- 
pens it is covered. It is estimated that 
small losses of $25 and under on home- 
owners policies are now at the rate of 
a million a year. The cost to adjust 
these losses properly is more than the 
amount of the claims. The only solu- 
tion to the problem would be an across 
the board deductible of $50 on home- 
owners. 

We are constantly confronted with 
the replacement cost of stolen or de- 
stroyed household effects at list price, 
though few persons today pay “list.” 
They get them at discount prices. 

Here are two recent claims under 
the same policy. One is theft from a 
summer cabin of articles insured 
claimed were carried back and forth 
and were not a part of the summer 
residence—a travel alarm clock, $7.95; 


a battery shaver, $29; sleeping bag, 
$34; and radio, $99.50. We paid the list 
prices though all of the articles could 
have been replaced, even in the best 
department stores, for less. 

The second claim was for articles 
stolen from an automobile while in- 
sured (the same one) was traveling 
in California—binoculars, $75; camera, 
$13.98; jacket, $30; leather purse, $10; 
radio $19.95; cash $25.25; two foun- 
tain pens, $7.95; two rolls of film, 
$4.80; dry cell light, $10.25; wallet, $5; 
make up kit, $7.50; compact, $5; two 
lipsticks, $2.50; pair of gloves, $8.50; 
lady’s sweater, $10.95. Here again the 
insurer replaced old with new, and, 
again, at list and not at discounted 
prices. 

With inflation, anything less than 
$500 is considered a small loss. A sur- 
vey in a large city a year or two ago 
showed that in 75% of the so-called 
small losses, no one made a personal 
inspection of the damage. In three- 
fourths of such losses the estimates 
were accepted without question. 

Our own and other companies have 
many examples of gross over-pay- 
ments due to failure to make the most 
routine inspection. Or, if an inspection 
is made, the person making the in- 
spection either has myopia or a total 
disrespect for the insurer’s money. 

For example, one insurer received 
proof of loss on a claim for $8,000, 

(CONTINUED ON PAGE 28) 
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U.S. Market Capacity 
Almost Untapped, 
Mertz Tells Buyers 


The fact that $400 million in pre- 
miums annually go to non-admitted 
companies is evidence that the fire 
and casualty insurance industry is not 
providing the insurance buyer every- 
thing he is seeking in coverages and 
rates, according to Arthur C. Mertz, 
general counsel National Assn. of In- 
dependent Insurers. He was discussing 
“The Independent View of The Rating 
Scene” at a meeting of Risk Manage- 
ment Institute at University of Con- 
necticut. 


Sponsors Named 


The institute was sponsored by Con- 
necticut Valley chapter of American 
Society of Insurance Management and 
the university’s school of business ad- 
ministration. 

Mr. Mertz said the reasons the in- 
dustry is not meeting the demand are 
at least three-fold. Partly to blame 
are unresponsiveness on the part of 
some segments of the industry itself, 





inflexibility of some of the state laws 
and regulations under which the in- | 
dustry must operate, and failure of 
the insurance buyer to use _ every 
means possible to buy in the admitted 
market. 

Of industry unresponsiveness he 
said, “There exists in America a vast, 
untapped reservoir of fire and casualty 
capacity. If it could be unfrozen the 
scope of the so-called surplus lines 
problem would be reduced dramati- 
cally. Part of this untapped reservoir 
lies with the companies which have 
yet to get their feet wet in writing 
the kinds of insurance and _ classes 


of risks which are now being exported. | 


Many of our members are in this 
category when it comes to the large 
commercial and industrial lines. These 
companies have been deterred by a 
variety of factors from getting into 
the swim. Steps are being taken to 
overcome them.” 


Another Sizable Portion 


Another sizable portion of the un- 
tapped reservoir reposes with admit- 
ted companies which have both the 
size, the know-how and the facilities 
to handle large corporate risks—and in 
fact are now underwriting some of 
them—but which for various reasons 
have been unresponsive in providing 

(CONTINUED ON PAGE 46) 





Casualty Company, 
Agent Meeting Set 


The annual joint meeting of Na- 
tional Assn. of Casualty & Surety ex- 
ecutives and National Assn. of Casu- 
alty & Surety Agents will be held 
at the Greenbrier, White Sulphur 
Springs, W. Va., Oct. 8-11. 

A discussion of rate regulatory laws 
is scheduled for the first business day. 
Moderators will be James M. Craw- 
ford, vice-president of North America, 
president of the company group, and 
Guy T. Warfield, Baltimore, the agents’ 
president. Representatives of National 
Assn. of Insurance Brokers and Na- 
tional Assn. of Surety Bond Producers 
have accepted invitations to participate. 

The second day will be devoted to 
business meetings and on the third day 
the agents will conduct a discussion 
of some of the industry’s problems. A 
banquet will be held Monday evening. 
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State Farm Makes 
Regional, Home 
Office Changes 


State Farm has made _ several 
changes in connection with its man- 
agement decentralization program, ef- 
fective Jan. 1 at the eastern regional 
office in Charlottesville, Va. H. E. 
Baumberger has been named regional 
vice-president there. He has been with 
the company since 1930, most recently 
as director of the Virginia agency, 
Richmond. 

E. A. Breyvogel, resident vice-presi- 
dent at Charlottesville, and Donald T. 
Zimmerman, assistant state director 
in Virginia, have been promoted to 
deputy regional vice-presidents. C. M. 
Trubac, W. E. Daniel Jr., T. J. Kelly 
Jr., D. W. Thompson Jr., F. W. McCoy 
and H. H. Walton Jr. have been 
named agency directors for the eastern 
region. All were assistant state direc- 
tors at Richmond. 


Home Office Promotion 


At the home office, C. Ford Eckles 
has been advanced from senior ana- 
lyst, procedures, to superintendent of 
agency administration. 

Harry Simpson, district manager in 
Maryland, has been named agency di- 
rector for eastern Michigan, with 
headquarters at Marshall. Also at Mar- 
shall, Rex Gearhart has been promoted 
from service specialist to agency rec- 
ores superintendent, Carl Ryan from 
underwriting unit supervisor to under- 
writing superintendent, and Charles 
Smith from service specialist to ser- 
vice superintendent. 

At West Lafayette, Ind., Carl Floyd 
has been raised from claim superin- 
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tendent to divisional superintendent, 
and Norman Wilder from assistant 
superintendent administrative services 
to administrative services superin- 
tendent. 

At Springfield, Pa., Charles Har- 
reden has been advanced from as- 
sistant personnel manager to regional 
personnel manager, James McDonnell 
from assistant agency records superin- 
tendent to agency records superin- 
tendent, and Ralph Hofsinger from 
assistant regional auditor to regional 
auditor. 

E. J. Hall, assistant superintendent 
administrative services at Wayne, 
N. J., has been named administrative 
services superintendent there. 

In Jacksonville, Robert Tong has 
been raised from assistant claim su- 
perintendent to claim superintendent 
and Lawrence Wangler from property 
claim supervisor to property claim su- 
peintendent. 

Ray Russell, division claim superin- 
tendent at Dallas, has been appointed 
assistant division manager there. 

Others promoted from assistant 
claim superintendent to claim super- 
intendent are John L. Hunt at Newark, 
O., Anthony Gregorio at Bloomington, 
Ill., Paul Dygard at Columbia, Mo., 
John Carruth at St. Paul, John Whit- 
man at Santa Ana, Cal., and Royce 
Harper at Lincoln, Neb. 


Colo. AR Plan Reports 


Manager R. G. Shurtleff has sent to 
subscribers a report on operations of 
Colorado Automobile Assigned Risk 
Plan for the period July 1, 1960-June 
30, 1961. In that time, 8,724 new ap- 
plications and 11,490 renewals were 
handled, a total of 20,214. 

New policies were issued and ac- 
cepted for 7,887 new assignments and 
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6,484 renewals, while a total of 5,807 
applications were not issued policies, 
160 because they were rejected by the 
plan for cause, 153 for rejection by the 
companies, 488 because applications 
were dropped, and 5,006 because pol- 
icies were not taken by applicant. At 
the end of the period there were 36 
applications pending. 

Of 27 appeals acted upon by the 
governing committee, nine rejections 
were sustained, 10 were overruled, 
two were disposed of for medical rea- 
sons and six for other causes. 

Leading automobile BI writers in 
Colorado, based on 1959 premiums, are 
State Farm Mutual Auto, Farmers Ex- 
change, Allstate, Truck Exchange and 
U.S.F.&G. 


$850,000 Estimated Loss 


From Alaska Reefer Fire 


The loss to American and British 
marine insurers will approximate 
$850,000 in the burning and capsizing 
of the 962-ton ship Alaska Reefer in 
Puget Sound, Aug. 28. The refrigerated 
motor vessel, loaded with frozen fish 
and approaching Seattle from Alaska, 
was believed to be a total loss as the 
result of an engine room fire. 

Coverage on the ship was placed by 
Robert O. Fleming & Co., Seattle 
brokers. Hull and machinery are ex- 
pected to be a constructive total loss. 
Of the $340,000 hull cover, $161,500 
was placed in the London market, and 
the balance divided among Aetna Fire, 
British & Foreign, Connecticut Fire, 
North America, Commonwealth, Nia- 
gara Fire, St. Paul F.&M., Union of 
Canton, Commercial Union-North Brit- 
ish, Utah Home, Stuyvesant, and 
Transit Casualty. 

The cargo loss is estimated at $500,- 
000 with 5642% in the London market. 
The balance is divided among Aetna 
Fire, British & Foreign, Atlas, North 
America, Commonwealth, Niagara Fire, 
St. Paul F.&M., Union of Canton, Com- 
mercial Union, North British, Utah 
Home, and Transit Casualty. 

An estimated $22,000 in currency, on 
board to permit fish purchases, was 
also lost. A currency cover of $30,000 
was shared equally by British & For- 
eign, William H. McGee & Co. and 
Union of Canton. 


‘Honor Millionth Federal 


Employe To Choose Blues 


The U. S. government marked the 
enrollment of its one-millionth mem- 
ber in the Blue Cross and Blue Shield 
plans recently with special ceremon- 
ies in the Senate dining room. John 
R. Norpel, personnel investigator for 
the State Department, was honored as 
the millionth subscriber to select the 
plans under the federal employes 
health benefits act. Present at the 
ceremonies were Walter J. McNerney, 
president of Blue Cross Assn., and Wil- 
liam F. Howard, president of National 
Assn. of Blue Shield Plans. 





New Chicago Handbook 


A new Underwriters Handbook of 
Chicago and Cook County has just 
been published by the National Un- 
derwriter Co. It provides complete 
and up-to-date information on the 
agencies, companies, field men, gen- 
eral agents, groups and other organ- 
izations affiliated with insurance in 
this territory. Copies of the new 
Chicago and Cook County handbook 
may be obtained from the National 
Underwriter Co. at 420 East Fourth 
Street, Cincinnati 2, Ohio. Price 
$12.50 each. 
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Detossez Is Deputy 
Of N.Y. Departmeni 
As Brooks Retires 


Raymond M. Defossez has joined the 
New York department as deputy su- 
perintendent. He succeeds Walter F. 
Brooks who is retiring. 

Fairfield W. Hoban has been ad- 
vanced from assistant counsel to asso- 
ciate counsel of the department’s wel- 
fare fund bureau. Natale C. Tedone 
succeeds Mr. Hoban. Harold M. Leeds 
has joined the department as insur- 
ance research consultant. 

Mr. Defossez has been counsel in 
New York with Continental Casualty. 
Before joining that company in 1956 as 
attorney, he practiced law in New 
York. 


Veteran of 22 Years 


Mr. Brooks was with the department 
for 22 years. He began as an examin- 
er, became assistant deputy superin- 
tendent in 1949 and acting deputy su- 
perintendent shortly thereafter. He 
held the administrative designation of 
deputy superintendent since 1950 and 
in 1959 was transferred from a civil 
service to an appointive capacity with 
that title. He has been in charge of the 
Albany office. 

Mr. Hoban was special assistant 
counsel to the department before his 
assignment to the welafre fund bu- 
reau. Mr. Tedone and Mr. Leeds come 
to the department from private law 
practice. 


Cal. Agents Set Seminars 


California Assn. of Insurance Agents 
is holding a series of technical sem- 
inars on comprehensive general liabil- 
ity and multi-peril policies. They will 
take place Sept. 18-19 at Berkeley; 
Sept. 20-21, Sacramento; Sept. 25-26, 
Palo Alto; Sept. 27-28, Fresno; Oct. 9- 
10, Pasadena, and Oct. 11-12, San 
Diego. Coordinator for the seminars is 
R. B. Masters, executive manager In- 
surance Underwriters Assn. of the Pa- 
cific. 


Ia. Mutual Tornado Assn. Sets Meet 


Iowa Mutual Tornado Assn. expects 
a record crowd of more than 650 agents, 
county mutual officers and directors 
at its annual agents conference Sept. 
19-20 at Hotel Fort Des Moines. 

Keith Kirkpatrick, associate farm di- 
rector of station WHO, Des Moines, will 
give a talk entitled “You and the 
Trends.” Charles Lapp, professor of 
marketing at Washington University, 
will analyze the trend to scientific 
selling. 
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State Farm F.&C. 
Wants Suburban HO 
Filing Reinstated 


LITTLE ROCK—State Farm Fire & 
Casualty, in a full dress hearing here 
Sept. 6 before Commissioner Harvey G. 
Combs, defended its filing for writing 
homeowner risks at protected rates in 
suburban areas in which municipal fire 
department service and standard fire 
hydrants are available. The company 
asked that its filing, disapproved 
March 14, 1961, be reinstated. 

The filing, originally approved for 
use in Arkansas effective Dec. 1, 1960, 
was subsequently disapproved and or- 
dered suspended on grounds that it 
was unfairly discriminatory and that 
its operation was next to impossible 
for the department to police effec- 
tively. 

J. H. Hazard, State Farm F. & C. 
vice-president, in his testimony ex- 
plained how the company had arrived 
at its “suburban classifications” by 
using National Board town grading 
factors and downgrading them for 
application in suburban areas. Under 
.this formula, he pointed out, suburban 
risks within five miles of the corporate 
limits of a Class 4 city are accorded 
Class 6 homeowner rates. 

Miss Fannie Hardy, executive assis- 
tant insurance commissioner, ques- 
tioned whether policyholders in such 
areas rated as 6th class do, in fact, 
have the same degree of protection as 
a policyholder in a Class 6 town. Mr. 
Hazard contended that “in total effect, 
it is the same.” In response to ques- 
tions from assistant commissioner 
Glen Sawyer, Mr. Hazard testified that 
the assessing of deficiency points in 
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classifying suburban areas was a judg- 
ment consideration in establishing 
minimum requirements. 

“In each case we have graded ‘water 
supply’ two classes lower than the 
municipality furnishing the water,” 
he said. This was done advisedly as we 
wanted to be conservative in our ap- 
proach and because under our rules 
only the minimum requirements for 
the municipal water supply need be 
met.” In establishing deficiency points 
for “fire department,” State Farm 
F.&C. assigned the same class as assig- 
ned the fire department of the city 
furnishing the service on the ground 
that the service would be essentially 
the same either inside or outside its 
corporate limits. 


Question Dependability 


Questions were raised as to the de- 
pendability of fire service in suburban 
areas in which the city furnishing the 
service has no legal obligation to do so, 
where the service was supplied on the 
basis of “practice and custom” only. 

“Our suburban protected rates will 
not apply if the city has an ordinance 
prohibiting the fire department from 
servicing suburban calls, or if it does 
not by custom and practice respond to 
such calls,” Mr. Hazard said. “As to de- 
pendability of service outside the cor- 
porate limits, it is our contention that 
those people responsible for and in 
charge of all municipal services, in- 
cluding the fire department service 
(namely, the municipal engineer, the 
fire chief, and the water department 
superintendent), are responsible, intel- 
ligent people fully capable of giving 
our agent the information needed to 
properly classify the available fire 
protection.” 

Mr. Hazard argued that unfair dis- 
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crimination cannot result “from a dif- 
ference in the application of a sched- 
ule by different organizations. Our ap- 
plication cannot result in inconsisten- 
cies or misunderstanding as we are not 
classifying a suburban area. We are 
classifying the protection afforded in- 
dividual risks by the uniform applica- 
tion of our adaptation of a grading 
system.” 


No Suburban Schedule 


William Harmon, chief engineer Ar- 
kansas Inspection & Rating Bureau, 
testified how town gradings are estab- 
lished in Arkansas and that there is no 
schedule for suburban areas. Water 
supply, as a fire protection factor, in 
an area is an individual problem, and 
water systems in fringe areas outside 
of cities vary greatly, he said. He also 
pointed out that the quality of fire de- 
partment service to suburban dwell- 
ings outside varied very little in Ar- 
kansas between a Class 4 fire depart- 
ment and one classed 6 or 7. 

The department officials in the 
hearing displayed concern over the 
possibility of misclassification of out- 
side dwellings. 

“There is no way in the world to po- 
lice this business,’ Commissioner 
Combs said at one point. “How would 
an examiner know whether a piece of 
property is outside and properly clas- 
sified?” 

Mr. Combs requested that State 
Farm F.&C. submit formal brief with- 
in 30 days. The hearing attracted a 
number of interested spectators, among 
them various company men and rating 
bureau officials. 


Badger Mutual Names Three 


Badger Mutual has promoted Loret- 
ta Koch, director and assistant secre- 
tary and Don R. Ruetz, assistant treas- 
urer, to vice-presidents. Arthur P. 
Gesch, assistant vice-president, has 
been named to succeed Mr. Ruetz as 
head of the actuarial division in addi- 
tion to remaining in charge of the 
service, systems and property manage- 
ment division. 

Miss Koch joined the company in 
1937. She has been assistant to the pres- 
ident and personnel counselor. In 1950 
she was elected assistant secretary. 
She will continue as director of office 


September 15, 1961 


Dillon, Oliphant 
Named In Changes 
By Fireman's Fund 


Firemen’s Fund has made several 
changes in its Pacific department. 
William H. Dillon has been appoint- 





James H. Wells 


William H. Dillon 


ed manager of fire operations to suc- 
ceed O. D. Oliphant, who has been 
transferred to the home office on spe- 
cial executive assignment. James H. 
Wells has been named special repre- 
sentative at the central bonding office 
in San Francisco and N. Thomas Martin 
bond claims superintendent for the Pa- 
cific department. 

Mr. Dillon joined the company in 
1940, was transferred to Salt Lake City 
as special agent in 1946 and named 
state agent there in 1952. In 1954 he 
was appointed agency superintendent 
at San Francisco, and in 1960 he was 
made assistant manager of the Pacific 
department. 

Mr. Wells has most recently been 
manager of northern California and 
northern Nevada for American Surety. 
He is vice-president of Credit Man- 
agers Assn. of Northern and Central 
California, and a past president of 
Surety Underwriters Assn. of Califor- 
nia and Casualty Insurance Assn. of 
California. 

Mr. Martin started with National 
Surety in 1948 as an adjuster. He 
was at Seattle until 1957, when he 
joined the central bonding office. He 
is vice-president of Surety Claims 
Assn. of Northern California. 


Agency Veterans Honored 
Jay, Schlesinger & Benisch agency 





best. services. She is vice-president of Mil- of Newark, N. J., has honored four 
| waukee chapter of National Assn. of colleagues whose insurance experi- 
Insurance Women. ence totals 202 years. Feted at a party 
‘“‘WE ARE WHAT WE DO’’ Mr. Ruetz went with the company at the Treat Restaurant in Newark 
in 1946 in the underwriting depart- were Julius Epstein, who has been 7 
ment. He has worked in underwriting, the business 60 years; Richard J. 
123 William Street, New York 38, N. Y. statistical analysis and claims review. Crocker and Theodore C. Jay both 50 
WOrth 4-1981 In his new position he will assume re- year men, and Joel L. Schlesinger, a 
sponsibility for the underwriting de- 42 year veteran. Mr. Epstein, who is 
partment. 82, still puts in a 40 hour week. 
REPRESENTATIVE SELECTION FALL INSURANCE OPENINGS 
N-1012* N-1015* N-1016 N-1017* 
M. WEST—MULTI-LINE SYSTEMS ANALYST— M. WEST—HOME OFFICE CLAIMS SOUTH—CASUALTY UNDERWRITING M. WEST—CAS. ASS’T. AGENCY DIRECTOR— 
$12,500. ADMINISTRATOR— $18,500. MANAGER— $10,000. $13,500. 


Age to 38, college degree. At least 7 years 
diversified Home Office systems experience. 
Very desirable position for individual interested 
in medium sized, highly progressive company. 
Unusual scope of duties. 


N-1013* 
EAST—ASSISTANT MANAGER— 


Age to 42. Legal degree. Employer inter- 
ested only in applicant with current lengthy 
Home Office Administrative experience. In- 
teresting Home Office duties plus super- 
vision network of Branch Offices. 





Well known stock company establishing 
Southern Department. Age to 42, college 
degree. Minimum ten years “heavy” under- 
writing Comp., Liab., and Misc. Casualty 
lines. Definite managerial experience re- 
quired. 





DATA PROCESSING— $10,000. 


Age to 40, college degree. Minimum 5 years 
Home Office Fire-Casualty IBM background. 
Company in small Eastern city—well known 


carrier. 
N-1014* 

EAST—FIRE UNDERWRITING MANAGER— 
$10,000. 

Highly recommended position for man desiring 

affiliation with reputable progressive medium 

sized company. Will assume entire responsi- 

bility for newly formed Property Department. 

Advantages of small city living conditions, 

close to large city. 








* Employer pays moving expenses and service fee. Please mention job number in respond- 
ing. Write for our brochure “HOW WE OPERATE”. All inquiries confidential. 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells 


HArrison 7-9040 


Chicago 6, Illinois 





Agency system carrier established 25 years. 
Assets in excess of $100,000,000. Age to 42. 
College degree. Experience should include 
lengthy Home Office Managerial background, 
plus conversancy with agency problems in large 
number of states. Proven background in selec- 
tion, training of Special Agent staff mandatory. 


M. WEST—ASSISTANT CONTROLLER— 
10,000. 


’ 
Stock Company operating on multi-state basis. 
Employers specifications: Age to 35. College 
degree. At least five years Home Office Con- 
troller Department experience. Potential on this 
position far above average. 


N-1019* 
EAST—STATISTICAL SUPERVISOR— 
$10,000. 
Age to 38. Six years Home Office Fire-Casualty 
statistical experience. Background should in- 
clude supervision of other employees. Rapid 
promotion. 
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Gives Agent’s Views On Several Of The 
Issues Troubling The Business Today 


Ralph M. Wilkoff, Youngstown agent, 
writes to express the independent 
agent’s view on several issues: 

I have been self-employed as an 
independent insurance agent for ex- 
actly 30 years—and, in my opinion, 
reasonably successfully. I took my cho- 
sen work seriously, and considered it 
partly a business, and partly a semi- 
protession. As my formal advanced 
education dealt largely with econom- 
ics and finance, it was not too difficult 
to develop a moderate understanding 
of the principles and “philosophy” of 
insurance. At least I arrived at a point 
where I felt I knew what I and the 
insurance companies in general, were 
trying to do. That is, up to three or 
tour years ago. 

Then an entire, dignified industry, 
solidly established and sanely man- 
aged for a hundred years, went into a 
shambles. Never in a generation has 
there been spoken and written so 
much about the reasons we are in the 
state we are in and what to do about 
it. Contradiction is piled upon con- 
fusion until Alice in Wonderland seems 
like a stock market report by com- 
parison. 


Mass Market Robot 


Company executives have claimed 
devotion to the agency system while 
insisting that the agent must forth- 
with be revolutionized into a mass 
market robot, activated by push but- 
tons and directed by punched cards. 
Too little has been heard from agents. 

If there is any degree of agreement 
in insurance executive opinion, it is 
that much of the fringe coverage in 
package policies is a give-away, and 
that practically all package policies 
are greatly under-rated. From the very 
beginning of the social device we call 
insurance, it was an empirical busi- 
ness—that is, the rates were de- 
termined by experience. But now, al- 
most two-thirds of the way into the 
20th century, we are hearing of a new 
theory of insurance economics. One 
insurance executive is quoted as stat- 
ing: “Homeowners is likely to rapidly 
approach the loss allowable of 60%, 
because the public is becoming edu- 
cated to the broad possibilities of 
claims, and also rate reductions con- 
tinue. When the loss allowable is 
reached, it means the commissions will 
have to come down.” 

How does the executive think that 
coverage can be written into a con- 
tract without producing claims? If cov- 
erage is too broad and losses exceed 
tolerable limits at current rates, hasn’t 
it occurred to company managements 
that there are three logical solutions: 
(1) Eliminate the excessive loss-pro- 
ducing ultra-broad coverage; (2) es- 
tablish an adequate rate; or (3) stop 
writing the business. Of course if they 
follow the idea of reducing agents’ 
commissions, solution (3) may auto- 
matically follow. 


Long Term Policy 

In the issue of July 28 are com- 
ments on the “long term” fire policy. 
Walter Williams, assistant professor at 
Indiana University, is quoted as com- 
paring the idea of “a long term fire 
policy with life insurance.” Comparing 
fire and casualty insurance to life in- 
surance is an error into which many 
have lately fallen in attempting to jus- 
tify permanent policies, direct home 
office billing, and reduced commissions 
to agents. 

Once a life insurance contracts gets 


past the contestable period, it is in- 
violable, assuming the premium is 
paid. There is no constant, continuing 
service required, except the billing of 
the premium. There are no claim re- 
ports to take and process, and help 
adjust, except the final one at the 
death of insured or the maturity of 
the contract. There are no changes in 


rates, forms, coverage or conditions 
during the life of the policy. Can you 
conceive of an insurance company 
writing an inviolable, non-cancellable, 
fixed-rated homeowners, or any other 
fire or casualty policy? 

Another matter is set forth in the 
Aug. 25 issue in an article entitled, “See 
Agents With Few Companies.” This 
article quotes one agent and several 
company executives. They all suggest 
eventual representation of a few com- 
panies or a single insurer in order 
that such methods of handling business 
as cash-with-application, permanent 
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policies, electronic punch-card record 
keeping, and home office direct billing, 
with reduced commissions, will work. 


Needs Several Insurers 


Any agency, large or small, getting 
a reasonable share of across-the-board 
fire business in its community, must 
have more than one, sometimes many 
more than one, fire company. To say 
there is a present trend toward repre- 
senting fewer companies is to ignore 
the cold facts. 

Due to excessive loss ratios, whether 

(CONTINUED ON PAGE 43) 
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Fund Has New 
Income Protection 
Plan Available 


A new A&S coverage has been made 
available through Fireman’s Fund. 

The coverage, named Super Income 
Continuance Plans, is guaranteed re- 
newable until age 65 and provides in- 
come protection against accident alone 
or against accident and sickness, de- 
pending upon the plan chosen. 

Rather than pay for protection for 
a specified period of time, insured can 
choose a maximum “bank” upon which 
he can draw for each total disability, 
the. banks ranging from $10,000 to 
$100,000. Another feathure: Instead 
of a level monthly indemnity, as is 
customarily the case, the indemnity 
increases the longer the total disability 
continues. 


The school of Insurance Society of 
New York is presenting courses in 
electronic processing. The basic course 
opens Sept. 19 and the advanced ses- 
sions begin Feb. 6, 1962. Gordon F. 
Gilchrist, Guardian Life, is instructor. 
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Accountants’ Card 
Ready For Vermont 
Annual, Oct. 1-4 


Society of Insurance Accounts will 
holds its annual conference Oct. 1-4 at 
Equinox House, Manchester, Vt. 

Among program highlights are a 
number of panels. Participating in one 
on multiple direct billing, premium 
finance plans and master policy files 
are K. R. Atkins Jr., North America; 
Curtis R. Brabac, Travelers, and Ar- 
thur L. Hoffman, Keystone. A panel 
on electronic consolidation files will 
feature R. E. Anderson of SPAN; 
Linwood Fuller, Hartford Fire; E. T. 
Kyllo, Royal-Globe; John May, Aetna 
Casualty, and J. E. Sivia, Continental 
Casualty. 

William A. Atkins, Maryland Cas- 
ualty, chairman of the society’s in- 
ternal audit and control committee, 
will present suggestions from that 
group on training an internal auditing 
staff. The statistical committee will 
cover several subjects, including the 
participating policy and its statistical 
requirements, homeowners continuous 
policy handling, farmowners policy de- 


PRIMARY COVERAGES IN ILLINOIS 


WORKMEN'S COMPENSATION 
AUTOMOBILES & TRUCKS 
CLY—MERS. & CONTRACTORS 
COMPREHENSIVE GEN’L. LIAB. 
COMPREHENSIVE PERSONAL LIAB. 
PRODUCTS LIABILITY 


GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 


%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000 /300,000 /100,000. 


SURPLUS LINES 


OUTSIDE ILLINOIS -- Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 











NOW WRITING FIRE AND INLAND MARINE 
AT BOARD RATES IN ILLINOIS ¢« ¢ « 
AND SURPLUS FIRE AND INLAND MARINE 
IN OTHER STATES AS A NON-ADMITTED CARRIER 
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All Multiple Line 
Tri-State Insurance Company 
Farmers and Merchants Insurance Company 
Midwestern Insurance Company 
Home Office 


Tri-State Insurance Building 





Tulsa, Oklahoma 


velopment, and reports to manage- 
ment. Methods of premium tax reserv- 
ing will be analyzed by Reginald V. 
Hill, Royal-Globe, and a report o n 
survey of contingent commission line 
allocation will be discussed by Mr. 
Atkins and Wister Baisch, Reliance. 

The tax and legislative committee 
session will deal with state develop- 
ments which affect insurance. Benja- 
min Frith, Maryland Casualty, will 
discuss excess of original premium 
over recorded premium. 


TV To Aid Young N. Y. 


Males In Auto Discount 


National Bureau and National Auto- 
mobile Underwriters Assn. have de- 
cided that male students, enrolled in 
recognized driver education courses in 
New York high schools, can now take 
part of their classroom instruction over 
TV in schools and still qualify for 
auto coverage discounts. 

New York pupils are the first to 
receive rate reductions in connection 
with TV courses. Discounts of 10% 
have been in effect, however, since 
1955 for males under 25 who complete 
recognized courses. Young women pay 
the same rates as adults. 

The course, to be televised by Chan- 
nel 11, must be supplemented by ad- 
ditional classroom instruction and the 
required amount of behind-the-wheel 
experience. 

Only 683 of New York’s 826 high 
courses that met national standards 
during the past school year, according 
to a survey conducted by Insurance 
Institute for Highway Safety. Of the 
151,483 pupils eligible, only 51,892 
completed such a course. Students 
taking sub-standard courses numbered 
38,045. There were 61,546 students 
who had no driver education course. 
More than 50,000 pupils, who had sub- 
standard courses or none, were boys 
who would have been eligible for in- 
surance discounts. 

Mutual Bureau is_ also granting 
credit for TV courses in New York. 


Masonite Appoints 


Lange Insurance Buyer 

Masonite Corp. of Chicago has 
named Donald E. Lange insurance 
manager. He had been assistant in- 
surance manager of Automatic Elec- 
tric Co. 


To Offer 100,000 Shares 


Interstate Fire & Casualty of Chi- 
cago has filed a registration statement 
with the SEC covering a proposed of- 
fering of 100,000 shares of common 
stock. White, Weld & Co. is the prin- 
cipal underwriter. 


Blue Cross Seeks Tax 
Refund From Milwaukee 

Associated Hospital Service of Mil- 
waukee has filed a claim with the city 
for $53,654 for taxes paid under pro- 
test in 1960. The Blue Cross says it be- 
lieves the taxes were wrongfully lev- 
vied against it in that it is exempt 
from paying them as a “charitable 
and benevolent corporation.” 


Mosenthal In Promotions 

Thomas W. Sweeney has_ been 
named president of H. Mosenthal & 
Son, New York and national brokers. 
Mr. Sweeney, who is president of 
Insurance Brokers Assn. of New York 
State, succeeds his late father, Thomas 
M. Sweeney. Warren Bell has been 
named Ist vice-president; Thomas W. 
Sweeney Jr. 2nd vice-president, and 
Robert B. Sweeney secretary. 
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Holland Agency V-P 


In Afco Production 


Paul M. Holland has been named 
agency vice-president of Afco at its 
New York head- 
quarters. Mr. Hol- 
land, who _ has 
been _—-vice-presi- 
dent and regional 
manager at Balti- 
more, will have 
charge of produ- 
tion activities of 
all U.S. offices and 
of the three Cafo 
offices operating 
in Canada. He will 
supervise all pro- 
duction contacts 
with the more than 525 fire and casu- 
alty subscriber companies and with 
their agents. 

Robert G. McHugh, formerly re- 
gional manager at Chicago, replaces 
Mr. Holland at Baltimore. Louis L. 
Koelsch Jr., who has been assistant 
regional manager at Kansas City, be- 
comes Chicago regional manager. Mrs. 
Gloria J. Lefton succeeds Mr. Koelsch 
at Kansas City. 





Paul M. Holland 


Changes At Kausler Agency 


M. V. Higbee has been elected chair- 
man and Charles P. Gould president of 
George S. Kausler Ltd., river marine 
general agents of New Orleans. 

Mr: Higbee has been with the Kaus- 
ler general agency for more than 50 
years, the last 33 as president. Mr. 
Gould also has a 50-year insurance 
background, 44 with Kausler general 
agency, the last 33 as vice-president 
and later executive vice-president. He 
becomes the general agency’s chief ex- 
ecutive officer. 


Additional Posts 


Messrs. Higbee and Gould will hold 
similar positions with Excess-Surplus 
Lines Inc., formed by the owners of 
George S. Kausler to write excess 
coverages and surplus lines. 

Continuing as vice-president for the 
general agency are P. T. Baumgartner 
and Louis K. Hagstette, each of whom 
has been with the general agency for 
30 years. 

Mrs. Cleo Pearson, who has been 
secretary to Mr- Higbee for 41 years, is 
retiring Oct. 31. 
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WE INSURE THE PRICELESS, TOO! 


At last, one of the world’s rarest collections of art 
treasures was together under one roof. Behind the 
opening of the National Gallery of Art in Washing- 
ton, D.C., lay many years of intensive planning... 
huge expenditures. 

During this period, National Union Insurance 


Companies provided the competent underwriting 
personnel and insurance protection essential to the 
successful completion of the project. 

The entire insurance program was designed and 
sold by Independent Agents, typical of the outstand- 
ing professionals who represent National Union. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty - Fire - Inland Marine - Ocean Marine 
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With the awakening to competition 
of the agency stock companies have 
come a confusing turbulence of rapid 
changes, new policy forms, package 
policies, procedural innovations and 
the frustrations of oppressive rate reg- 
ulatory laws, Bradford Smith Jr., 
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A fingerprint is a unique means of iden- 
tification, similar to others, but. impossible 


to duplicate. 


Insurance Groups are similar too, but 
. . unique in their field. 
We feel the Glens Falls is such a Group. 

Our agents enjoy full Fire and Casualty 
facilities, new Multi-Peril contracts, Life 


some stand apart . 
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Tells What Agency System Has 
To Do If It Is Gomg To Survive 


president of North America, said in 
his talk at the annual convention in 
White Sulphur Springs of West Vir- 
ginia Assn. of Insurance Agents. 

These problems might have been 
overcome, he said, with intelligent 
planning and extra effort. Unfortun- 
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ately, these did not occur. Instead, he 
said, the business went in different 
directions. The result was an align- 
ment of company against company, 
agent against company and, occasion- 
ally company against agent. This is 
the most frightening aspect of the pre- 


Insurance, complete Premium Financing, 
and connections with diversified Pools and 


all 


from one dependable 


For our story of more income for you, 
syertateel 
write direct to our Home Office in Glens 


Falls, New York. 


Office near you, or 


*ALL FACILITIES ARE AVAILABLE IN MOST JU RISDICTIONS 


Glens Falls Insurance Company, Glens Falls, N. Y. 
The National Life Assurance Company of Canada, Toronto, Ont. 
Kansas City Fire and Marine Insurance Company, Kansas City, Mo. 
Glenway Corporation, Glens Falls, N. Y. 
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sent situation because a house divided 
cannot stand, he declared. 

Of the $15 billion that fire, marine 
and casualty companies wrote directly 
or through agents in 1960 (roughly 4% 
of national income), 70% was collected 
by stock companies and 30% by mu- 
tuals and reciprocals. Not too many 
years ago, the proportions were on the 
order of 85% for stock companies and 
15% for mutuals and_ reciprocals, 
However, since stock company agents 
in some states also represent mutuals, 
it is hard to draw a conclusion as to 
how much of this loss of the total 
market was felt by agents. 


Their Share Shrinks 


Mr. Smith observed that, neverthe- 
less, traditionally operated stock com- 
panies and their agents have suffered 
a very serious shrinkage of their share 
of the total fire and casualty business 
in the U.S. This is primarily due to 
the extraordinary growth of new- 
comers on the insurance scene who 
employ direct selling methods. With- 
out discounting the effectiveness of 
their modern merchandising, the suc- 
cess of the direct writers was due ina 
large measure to the failure of the 
traditionally operated companies to be 
competitive and to an _ increasingly 
well-informed and __price-conscious 
public. 

Evidence of the seriousness of dis- 
unity in the agency system, he said, 
may be found in the legal proceedings 
of boards and bureaus versus inde- 
pendent companies, agents suing com- 
panies alleging collusion in establish- 
ing commissions, and agents promot- 
ing laws which result in freezing rates 
and forms and other laws which sub- 
ject the approval of rate filings to pol- 
itics and delay. He said he had even 
read of threats by producers to use 
their political power to prevent their 
companies from adopting measures 
which the companies deem necessary 
to put themselves and their agents in 
a position to meet competition. 

There are company people, too, who 
believe that their interests will be best 
served by laws regulating insurance 
rates, forms and practices and com- 
missions to an even greater degree 
than the present over-regulation, he 
said. The effect, if not the intent, in 
each case is to maintain the status quo 
and to restrict competition, especially 
rate competition. 


Calls Path Dangerous 


This is a dangerous path to follow 
because what is really at stake is the 
interest of the policyholder, Mr. Smith 
declared. Whatever limits his choice or 
takes from him the benefits of price 
competition has all the earmarks of 
improper price fixing, and endangers 
the privilege of making rates on any 
basis. 

One should not confuse the insur- 
ance business with a natural monopoly 
such as a public utility, where domin- 
ation of the processes of rate making 
by regulatory authority may be toler- 
able because of the absence of com- 
petition to keep rates from being ex- 
cessive. Within the insurance business 
there is no absence of competition. On 
the contrary, there is an abundance of 
competition which may be relied upon 
to do a more equitable and economical 
job of protecting the public against 
excessive rates than the typical regu- | 
lator who, by the very nature of the | 
system—and whether he likes it or 
not—must keep a weather eye on the 
political aspects of any rate adjudica- 
tion, Protection of the public against 
loss due to insolvencies should be the 
prime function of the insurance de- 

(CONTINUED ON PAGE 35) 
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Editors call him the backbone of America. Politicians call him the Majority Vote. 
Economists call him the big Middle Income Market. 


He’s a prominent man in the State Farm picture. Our agents know him well. They 
provide much of the auto insurance he buys. And at the same time they are 
giving him opportunities, never before so readily at his disposal, to protect 
himself and his family more adequately with the home and life insurance he needs. 


For him, for millions like him, the State Farm agent is the Family Insurance Man. 


THE MAN IN OUR P 


STATE FARM 


Gea STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY and companion companies, State Farm si» 
INSURANCE, Life Insurance Company and State Farm Fire and Casualty Co. Home Offices: Bloomington, Illinois 
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McNamara-Kennedy Letters Show Medical 
Care Bill Will Have Top Billing In ‘61 


An exchange of letters between Sen. 
Patrick V. McNamara, chairman of 
the Senate’s special committee on ag- 
ing, and President Kennedy reveals 
that a concentrated campaign to put 
medical care for the aged via the so- 
cial security method on the law books 
will take place at just about the open- 
ing gun of the next session of Con- 


gress—if not actually earlier. In his 
letter, Sen. McNamara asked the Pres- 
ident for some assurance that the Chief 
Executive will work to get the legis- 
lation through the 87th Congress and 
the President, in turn, said that it 
was his intention to recommend to the 
Congress that the legislation be given 
the highest priority next year. The 


letters follow. 
Dear Mr. President: 

I am writing you to express my 
keen desire to achieve one of the ma- 
jor commitments that both you and I 
made in talking to the American peo- 
ple during the course of the past sev- 
eral years—passage of legislation that 
would assure them of adequate health 
services insurance during their retire- 
ment years. 

This can be done effectively, of 
course, only by financing such insur- 
ance through our time-tested system 
of social security, which maintains the 
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WIN WITH OUTDOOR DISPLAY See the 
great, new, FREE wide-angle Scotchlite bill- 
board winning new clients for Hometown 
agents everywhere! 


BIG YELLOW PAGES PROMOTION Investi- 
gate Home’s expanded tie-in agent phone 
directory listing, now reaching 88% of 
nation’s population! 


GET THE APARTMENT OWNER'’S VOTE Look 
into the new Home Apartment Owner’s 
Policy now sweeping the country! 


MOTELMAN’S FRIEND Get the facts on The 
Home’s new Motel Package, already mak- 
ing a smash-hit coast to coast! 










Property Protection since 1853 
59 Maiden Lane, New York 8. N. Y. 
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BE THE MAN WITH THE PLAN—THICO 
Find out how The Home’s Tuico. PLAN 
brings smoother selling through monthly, 
quarterly, annual or “custom” payment 
terms! 


WAY OUT FRONT WITH ADVERTISING 
AIDS FILE Ask about this promotional “how 
to do it” sales tool now winning new clients 
for Home Agents across the board! 


BIG NEW RADIO CAMPAIGN Check on how 
The Home’s “Safety News”, starring Ken 
Banghart, aired over hundreds of stations, 
can give your agency the big lift! 


PREVIEW MANY COMING ATTRACTIONS 
See the full array of sales and merchandis- 
ing aids coming up from The Home, all 
designed for more sales punch at the local 
level! 








All at The Home’s Exhibit, 
NAIA Convention, 
September 25-26-27 


See you there! 
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dignity and independence of the in- 
sured. 

My experiences and study, first as 
chairman of the Senate subcommittee 
on problems of the aged and aging (of 
which you were vice-chairman), and 
now as chairman of the new special 
committee on aging, have convinced 
me of the priority and urgency of this 
proposal in the hearts and minds of 
our 17 million senior citizens and their 
families. 

Public Support 


Moreover, all indications are that 
the public at large strongly supports 
the proposal. My mail and my per- 
sonal contacts indicate a strong feeling 
that Americans—young and old—are 
more than ever in support of a social 
security-financed health insurance 
program. 

Little more than a start has been 
made upon this necessary legislation 
during the current session of the Con- 
gress. It is apparent that no definitive 
action will be taken by the Congress 
this year before adjournment. 

In view of this, I believe that an as- 
surance from you expressing deter- 
mination to pursue this subject with 
all possible vigor, when the Congress 
convenes again next January, would 
be warmly welcomed both by the sup- 
porters of this legislation and the mil- 
lions of Americans it would benefit. 

Further, it would serve to stimulate 
a prompt beginning to the planning 
for the next session that must begin 
soon so that this most necessary legis- 
lation may be enacted by the 87th 
Congress. 

Sincerely, 
Pat. McNamara, U.S:S. 


President’s Answer 


The President’s answer to Sen. Mc- 
Namara appears below. 

Dear Pat: 

I consider adequate health care for 
our 17 million senior citizens one of 
‘cour most important responsibilities. 
Medical costs represent the greatest of 
all threats to economic security in old 
age. The financial burden of illness 
and incapacity in later years consti- 
tutes an ever-present specter to al- 
most every family. Inability to meet 

(CONTINUED ON PAGE 25) 


Join Suit To Allow Mutual 


Coverage For La. Housing 


Louisiana Assn. of Mutual Insur- 
ance Agents is intervening as amicus 
curiae in a case involving a Bogalusa 
housing project. 

A Louisiana lower court ruled that 
the city could buy mutual insurance, 
but an intermediate appellate court 
reversed the decision. The case is now 
on appeal to the state supreme court. 
Other intervening parties in the case 
are a group of 118 stock agents, 
American Mutual Alliance, Metropol- 
itan Life, and Factory Mutual Assn. 

Indications are that the case will 
be heard early in October. 


Buys Helena Agency 

Northern Illinois agency of Chicago 
has purchased National Automobile 
Underwriters agency of Helena, Mont., 
and changed the name to Western Ex- 
change Underwriters with new offices 
in the Wheat Building. 

Northern Illinois agency is a division 
of Martin-Wolf, Chicago general 
agents. Roger G. Wolf, executive vice- 
president Martin-Wolf, is supervising 
operations of Western Exchange Un- 
derwriters, which is general agent in 
Montana, North Dakota, South Dakota, 
Wyoming and Idaho for Exchange 
Casualty & Surety. 
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Yount Eyes Challenges To Survival: 


Marketing, Coverages, Government 


The insurance business is some- 
times characterized as one of inertia: 
It always does too little too late. In- 
stead of anticipating demands for 
change it is accused of waiting until 
they are forced upon it. It is charged 
with being complacent and _ self- 
satisfied and of being unwilling to ex- 
ercise the imagination and vigor re- 
quired of a growing, expanding indus- 
try adapting itself to meet the changes 
in the economy. 

Not all of these criticisms are valid, 
Hubert W. Yount, executive vice- 
president of Liberty Mutual, told the 
forum in Philadelphia which marked 
the opening of American Institute’s 
new headquarters in Bryn Mawr, Pa. 
Mr. Yount spoke as president of the 
institute and dealt with “Challenges 
to Survival.” 

There is a certain tendency to con- 
fuse change with progress, he said. 
The distance traveled is not neces- 
sarily measured by the amount of dust 
which is stirred up. 

On the other hand, he conceded, it 
must be recognized that the way the 
business functions collectively is con- 
ducive to delay. The committee sys- 
tem, inherent in various organizations, 
produces delay and sometimes allows 
action to hang upon the most recalci- 
trant member of a committee. Past ob- 
jectives have been to maintain a cer- 
tain amount of stability and order in 
the business, both of which are de- 
sirable in themselves. It is perfectly 
obvious to all, however, that too much 
stability and too much order has pro- 
duced the present rather chaotic sit- 
uation under which the pendulum is 
now rapidly swinging to the other 
extreme. 

Mr. Yount suggested that in an ex- 
panding economy distribution costs 
must be reduced. An annual policy 
ties in nicely with the ownership of 
business by the producer. But is it 
necessary or economical? Central bill- 
ing on continuous policies appears as 
a natural evolution but also interferes 
with the concept of the ownership of 
the business. 

The major challenge, however, 
arises from government, Mr. Yount 
said. The reasons are obvious. If se- 
curity is important and demanded, it 
will be furnished either through taxes 
or through premiums, he declared. 

There are two challenges from gov- 
ernment. One is its capacity to regu- 
late and the other its capacity to com- 
pete. No phase of the economy is com- 
pletely free—although sometimes the 
uninitiated talk about free enterprise. 

He noted that competitive abuses 
under free and unregulated competi- 
tion in railroad transportation pro- 
duced the first federal regulatory act 
in 1887. Abuses in other lines of busi- 
ness led to the Sherman anti-trust act 
in 1890. The basic political philosophy 
of the country is regulation in the 
public interest. Nice balance is needed 
between regulation and freedom of 
competition. The peculiar nature of 
the insurance business is that it sells 
future unknown performance for 
present value, and its public interest 
reaches beyond its customers to other 
non-customer beneficiaries of insur- 
ance contracts. 

If the business performs its func- 
tions so well that customers and 
claimant beneficiaries are satisfied, he 
said, there will be little demand for 
goverrment assumption of its function. 


If it fails, pressures build up which 
are difficult to combat. Stubborn op- 
position will lead to government pro- 
grams, e.g., in health coverage for the 
elderly. Complacency will produce 
gradual encroachment on the field of 
private insurance through the substi- 


tution of social security or the attach- 
ment of social security to workmen’s 
compensation benefits, which has al- 
ready occurred with respect to the 
totally disabled. 

It is easy to extend the social se- 
curity system. It has already been 
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extended to apply to the totally and 
permanently disabled. The adminis- 
tration proposes extension to all dis- 
abled for a period of more than six 
months. It is easy to extend social se- 
curity to include not merely the un- 
insurable catastrophe medical require- 
ments of the elderly but all medical 
requirements. It will be easy to extend 
this downward into more and more 
segments of the population. In fact, 
the social security system could be 


adapted to embrace all of A&S cover- 
ages as well as workmen’s compensa- 
(CONTINUED ON PAGE 39) 
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Big news for you 
in reducing 
fire losses! 


Fire experts agree you can substantially reduce fire losses 
in buildings you insure through the installation of Fire 
Barriers—fire doors that confine fire to its point of origin 
by sealing off stairwells and corridors. 

Every installation of a Fire Barrier means a built-in 
insurance for you against fire losses. It also represents an 
investment by the building owner for which he should 
receive favorable insurance rate consideration. 

When you are planning fire insurance requirements for 
your next building client, tell him about the advantages of 
installing Fire Barriers to reduce his fire risks. Overly has 
a complete line of Fire Barriers—tested by Underwriters’ 
Laboratories—available for every opening, with every U/L 
label. 

For your client’s information, and for your own use, 
send for Overly’s Fire Doorater booklet—a complete refer- 
ence of fire door requirements and usage. 


Overly is represented by agents in all principal cities. 


Ouerty 


MANUFACTURING COMPANY 


Department FB-1 





Greensburg, Pennsylvania 


A U/L labeled Fire Barrier 
constructed specifically for 
use in equipment and boiler 
} i rooms, and all areas where 
4 : fire resistance is critically 
| : important. 
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Conventions 


Sept. 17-19, Indiana mutual agents, annual, 
Marott Hotel, Indianapolis. 

Sept. 17-19, West Virginia mutual agents, an- 
nual, Frederick Hotel, Huntington. 

Sept. 17-20, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

Sept. 17-20, International Claim Assn., annual, 
The Greenbrier, White Sulphur Springs, 
W. Va. 

Sept. 18-19, Vermont agents, annual, Wood- 
stock Inn, Woodstock. 

Sept. 18-20, Michigan agents, annual, Grand 
Hotel, Mackinac Island. 

Sept. 19-22, Mutual Loss Managers Conference, 
annual, Edgewater Beach Hotei, Chicago. 

Sept. 20-21, Hoosierland Rating Bureau & ABC 
Service Bureau, annual, Marott Hotel and 
Highland Country Club, Indianapolis. 

Sept. 20-22, Kansas mutual agents, annual, 
Jayhawk Hotel, Topeka. 

Sept. 20-22, Washington agents, annual, Chi- 
nook Hotel, Yakima. 

Sept. 25-27, National Assn. of Insurance 
Agents, annual, Dallas, Texas. 

Sept. 27-29, Society of CPCU, annual, Shera- 
ton Park Hotel, Washington, D. C. 

Oct. 1-4, National Assn. of Mutual Insurance 
Companies, annual, Statler Hotel, New York 
City. 

Oct. 2-4, Society of Insurance Accountants, an- 
nual, Equinox House, Manchester, Vt. 

Oct. 3-5, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 5-6, New England mutual agents, an- 
nual, Wentworth-by-the-Sea, Portsmouth, 
N. H. 


Oct. 5-7, Arizona agents, annual, Bright Angel 
Lodge, Grand Canyon. 


| Oct. 8-11, North Carolina agents, annual, 


Carolina Hotel, Pinehurst. 

Oct. 8-10, Missouri agents, annual, Governor 
Hotel, Jefferson City. 

Oct. 8-11, National Assn. of Casualty & Surety 
Agents and National Assn. of Casualty & 
Surety Executives, annual, The Greenbrier, 
White Sulphur Springs, W. Va. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 12-13, North Dakota agents, annual, Fargo. 

Oct. 15-17, Kansas agents, annual, Broadview 
Hotel, Wichita. 

Oct. 15-17, Maryland agents, midyear, Emer- 
son Hotel, Baltimore. 

Oct. 15-18, National Assn. of Mutual Agents, 
annual, Sheraton-Cadillac Hotel, Detroit. 


| Oct. 16, Rhode Island agents, annual, Sheraton 





Biltmore Hotel, Providence. 


Oct. 16-18, Michigan mutual agents, annual, 
Sheraton-Cadillac Hotel, Detroit. 


Oct. 17-18, Massachusetts agents, annual, Shera- 
ton Plaza Hotel, Boston. 


Oct. 19-21, Nevada agents, annual, Reno. 

Oct. 19-22, Colorado agents, annual, Broad- 
moor Hotel, Colorado Springs. 

Oct. 22-24, Ohio agents, annual, Deshler Hilton 
Hotel, Columbus. 

Oct. 23-25, South Carolina agents, annual, 
Francis Marion Hotel, Charleston. 

Oct. 23-29, Hemispheric Insurance Conference, 
Lima, Peru. 

Oct. 25, National Independent Statistical Serv- 
ice, annual, La Salle Hotel, Chicago. 

Oct. 29-31, Tennessee agents, annual, Andrew 
Jackson Hotel, Nashville. 

Oct. 30-Nov. 1, California agents, annual, Bilt- 
more Hotel, Los Angeles. 

Nov. 2, Connecticut agents, annual, Statler- 
Hilton Hotel, Hartford. 5 

Nov. 2-3, Nebraska agents, annual, Cornhusker 
Hotel, Lincoln. 

Nov. 5-7, Illinois agents, annual, Chase & Park 
Plaza Hotels, St. Louis, Mo. 

Nov. 8-10, American Management Assn., fall 
insurance conference, Drake Hotel, Chicago. 


| Nov. 12-14, Kentucky agents, annual, Kentucky 


Hotel, Louisville. 


Nov. 12-15, Indiana agents, annual, Claypool 
Hotel, Indianapolis. 


| Nov. 13-14, Illinois mutual agents, annual, 


Pere Marquette Hotel, Peoria. 


Nov. 13-15, Health Insurance Assn., individual 
insurance forum, Sheraton Hotel, Phila- 
delphia. 


| Nov. 13-15, Mutual Insurance Technical Con- 


ference, Edgewater Beach Hotel, Chicago. 


| Nov. 13-16, National Assn. of Independent In- 


surers, annual, Hotel Biltmore, Los Angeles. 


Nov. 15-17, Casualty Actuarial Society, annual, 
Palmer House, Chicago. 


Nov. 16-17, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
metheds & personnel conference, Conrad 
Hilton Hotel. Chicago. 


Dec. 4-8, National Assn. of Insurance Commis- 
sioners, Adolphus Hotel, Dallas. 


Dec, 27-29, American Risk & Insurance Assn., 
annual, New York City. 


Bill To Bar Auto Makers Moves 
WASHINGTON—A _ House __judici- 
ary subcommittee ordered reported 


| favorably an amended House bill to 
| prohibit auto manufacturers from in- 


suring and financing the sales of their 
products. 
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The Ohio Association of Insurance Agents, Ine. 


. .. who have contributed richly to the success of the 1961 Insurance 
Salutes these nen Institute Schools for Ohio Agents and their employees. Companies 
@ @ @represented here and their men have invested generously of their 


ti d tal ‘ 
eaallaniace adie DOUGLAS N. AVERY, Executive Secretary. 





John R. Chorgan John Donnelly Robert G. Mielke Fred C. Wolf Louis F. Von Ville 
Boston Insurance Company ‘The Fidelity and Casualty Company Phoenix of London Group New York Underwriters U.S. Fidelity and 
Columbus Columbus Akron Insurance Company, Cleveland Guaranty Company, Columbus 


SENIOR FACULTY 





Raymond W. Douglass — Agricultural Group, Columbus Karl J. Krug, Jr. — St. Paul Fire & Marine Insurance Company, 
Raymond_T. Fielder — America Fore-Loyalty Group, Columbus 
Cleveland Michael B. Lash — U.S. Fidelity & Guaranty Company, Cleveland 
Joseph B. Greenwood — New York Underwriters Insurance Donald U. Mennie — Home Indemnity Company, Columbus 
Company, Cleveland Fred W. Selsor — The Fidelity and Casualty Company, Cleveland 
Harold D. Hannahs — Royal-Globe Insurance Group, Columbus = William L. Venable — U.S. Fidelity and Guaranty Company, 
Joseph L. Hughes — Maryland Casualty Company, Columbus Columbus 
Raymond W. Kapp — Phoenix-Connecticut Group, William t. White, Je. — Standard. Accident Insurance Company, 
Columbus Cleveland © 
Norman D. Aylesworth — U.S. Fidelity & Guaranty Company, Ralph S. Hobensack, Jr. — Home Insurance Company, Columbus 
Columbus Albert G. Kisling — Phoenix-Connecticut Group, Columbus 
Michael P. Captain — Royal-Globe Insurance Group, Columbus Austin C. tayman — New Amsterdam Casualty Company, Cleveland 
Jess C. Custis — Ohio Farmers Insurance Companies, Columbus R. H.. Mowry — Royal-Globe Insurance Group, Cleveland 
Hoyt M. Hammer — U.S. Fidelity & Guaranty Company, Cincinnati Claude A» Williams, Jr. — Hartford Fire Insurance Company, 
Ralph F. Harrold — Crum and Forster Insurance Group, Columbus Columbus 4 
Ronald F. Balas — American Surety Company of N.Y., Cleveland Robert C. Daver — The National Underwriter Company, Cincinnati 
Charles E. Chaney — Home Indemnity Company, Columbus Robert D. Daugherty — Hartford Fire Insurance Company, Canton 
John J. Coghill, Jr. — National Union Insurance Companies, , William S. Meyer — St. Paul Fire & Marine Insurance Company, 
Columbus Columbus 


Arthur ©. Dannecker, Jr. — Ohio Farmers Insurance Companies, Leroy Raymond M. Normann — Hartford Fire Insurance Company, Toledo 
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Richard W. Ashbridge — Royal-Globe Insurance Group, Toledo Glenn B, Highum — Hartford Accident & Indemnity Company, Canton 
Edward W. Bawden — Great American Insurance Company, George J. Keller — Aetna Insurance Company, Cincinnati 
Columbus . Frank T. Kerr, Jr. — American Insurance Group, Dayton 
Edward P. Becker — Ohio Inspection Bureau, Columbus '» William J. Murphy — American Home Assurance Company, 
Adam Bondra — Hartford Accident & Indemnity Company, Columbus Columbus : 
Robert P. Brassel — Travelers Insurance Company, Columbus Louis P. Murray — Glens Falls Insurance Company, Columbus 
Robert J. Brofft — U.S. Fidelity & Guaranty Company, Toledo Wilkie E. Parrish — Great American Insurance Company, Columbus 
Lyman P. Collins — New York Underwriters Ins Company, Columbus Henry B. Pence — American Insurance Group, Cincinnati 
Robert A. Damp — Glens falls Insurance Company, Stow Dolph Price’-Hartford Steam Boiler & Inspection Company, 
Mansell F. Davis — Aetna Insurance Company, Columbus Columbus : ' : 
Howard L. Dobbs — Crum and Forster Insurance Group, Toledo Franklin E. Rice — Springfield Fire & Marine Insurance Company, 
Robert E. Doherty — Employers Insurance Company, Columbus . Columbus 
Dewey M. Drennen — Travelers Insurance Company, Toledo Jehn B. Twyford — American Surety Company of N.Y., Columbus 
Michael R. Giblin — America Fore-Loyalty Group, Columbus Lawson H. Wiggins — Great American Insurance Company, Columbus 
HONORABLE MENTION 
Robert W. Andrews —- Phoenix-Connecticut Group; Toledo Warman Hill — Hartford Accident & Indemnity Company, Daniel O'Leary — Travelers Insurance Company, Columbus 
Samuel G. Boyer — America Fore-Loyalty Group, Columbus Cincinnati : Oscar Parker — Maryland Casualty Company, Toledo 
Wiliam W. Burby — National Union Insurance Companies, * Maveld €. Wormer — St. Paul Fire & Marine Insurance Bruce Patterson — Royal-Globe Insurance Group, Dayton 
Columbus Company, Toledo James L. Pickering — Royal-Globe Insurance Group, Cleveland 
Charles T. Carney, Jr. — Phoenix of London Group, Akron David A. Johnsen — The Fund Insurance Companies, Columbus Donald Dy Rennels — Ohio Farmers Insurance Companies, 
Robert 0. Christen — Home Insurance Company, Columbus  a#l E. Jordan — America Fore-Loyalty Group, Toledo Toledo 
Rebert J. Cotter — Crum and Forster Insurance Group, John M. Kerr — Great American Insurance Company, Akron Theodore L. Riddle — Aetna Insurance Comnany, Toledo 
Columbus Edward P. Kessel — Ohio Inspection Bureau, Toledo Alien E. Roush —New Amsterdam Casualty Company 
Floyd T. Decker — Employers Insurance Company, Cleveland Paul —— =National Union Insurance Companies, Cleveland 


Robert Shook — Travelers Insurance Company, Cincinnati 


James M. DeGood — Glens Falls Insurance Company, Columbus , , - 
George D. McQuain — Excelsior Insurance Company, Cincinnat 
i pe ma" Robert D. Smyers — U.S. Fidelity & Guaranty Company, 


T. William Dixon — Glens Falls Insurance Company, Columbus frany R. Middaugh — Ohio Inspection Bureau, Columbus 


Neal Edwards — New nderwriters Cleveland 
Cleveland a ee a tee Springfieli"Gge & Mage Insurance H. Mendel Spears — Aetna Insurance Company, Columbus 
Donald 6. Ferguson —— National Fire Insurance Company Wayne Newcomer — Ohio Farmers Insurance Companies, Leroy lem L. Sponseler, Jr. — Aetna Insurance Company, Toledo 
of Hartford, Toledo David O'Brien — National Fire Insurance Company of Fred F. White —Home Insurance Company, Toledo 
Jerry Few — Western Insurance Company, Columbus Hartford, Toledo Johu M. Wuest — America Fore-Loyalty Group, Toledo 
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Speaking on the future prospects of 
the small insurer, John Alsop, presi- 
dent of Mutual of Hartford, told a 
group of IBM branch office managers 
attending a course at University of 
Connecticut’s college of law that “the 
major essential for any company is 
proper motivation and quality in per- 
sonnel from the president to the new- 
est man in the field or the under- 
writing department.” 

He said there is quite a definite 
place in the future, and a profitable 
one for the well managed small com- 
pany. The large insurer has certain 
advantages. However, the small com- 
pany can, if it will, exert compensat- 
ing ones and it has some advantages 
of its Own. 

Large companies can use enormous 
sums: for advertising and promotion 
with emphasis on firm name exploita- 
tion; they can buy super-installations 
for mechanization and automation; 
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Gives Prescription For Profitable 
Future Growth Of The Small Company 


they can operate multiple line; they 
can practically become their own rat- 
ing bureaus; they can do enlarged and 
intensified research; and they can of- 
fer greater job security and more 
fringe benefits on both the manage- 
ment and employe levels. 

On the other hand a small company 
has access to less costly automation ma- 
chinery which can do its job reasonably 
well, an equivalent program of adver- 
tising and promotion can be carried 
on in local media; and, very impor- 
tantly, the small organization can act 
quickly—it has great flexibility be- 
cause very few minds have to consider 
a problem before a decision is made. 

Mr. Alsop noted that there are more 
than 800 stock companies and some 
2,700 mutuals. His own company, which 
he classifies as “small,” is 28th in pol- 
icyholder surplus and 60th in assets 
among all mutuals. At last year end 
it had assets of $17 million and sur- 
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plus of $12 million with direct pre- 
miums of $5 million. The company has 
a total of 90 employes and is operating 
in Connecticut, Massachusetts, New 
York, New Jersey and Florida. Of- 
ficial entry has been made in certain 
other states but no business has been 
written in them yet. 

What, then is the prospect for com- 
panies like his? What are its strengths 
and weaknesses? Can it keep its place 
in the sun or is it doomed to destruc- 
tion. 


Present Situation 


Competition is severe, Mr. Alsop 
noted. Rate reductions have been in- 
stituted in many formerly profitable 
lines. Great pressure is being exerted 
by full multiple line companies on 
their agents to get a balanced port- 
folio of business from each agency. 
With reduction in rates, loss ratios 
have been rising quite sharply. There 
has been great pressure on management 
to reduce expense to permit profitable 
operation in the face of loss ratio in- 
creases. 

There is a definite indication of 
general unrest in both company and 
agency ranks, he said. Many compa- 
nies are merging with others or being 
taken over. Many companies are going 
into new lines they have never writ- 
ten before. Many property and casu- 
alty companies are buying life affil- 
iates to give them a completely round- 
ed insurance portfolio. 

These mergers and _ consolidations 
seem to indicate that many people in 
management believe that there is con- 
siderable virtue in increasing their 
size, particularly where, in addition 
to increased assets by merger or pu- 
chase, they also get a diversification 
of business. Diversification of business 
permits account selling in the same 
company by the agent. This seems to 
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Kemper Group Promotes 
Buffalo To Head Of 
Brazilian Operations 


Harvey A. Buffalo executive sec- 
retary Kemper group, has been named 
general manager of Brazilian opera- 
tions. 

David W. Shand Jr. will assume 
Mr. Buffalo’s previous responsibili- 
ties. Mr. Shand has wide experience 
in the insurance business, most re- 
cently as controller of Zurich. His re- 
sponsibilities have included data pro- 
cessing methods and procedures, ac- 
counting, purchasing, persomnel train- 
ing and underwriting. 

Mr. Buffalo joined the Kemper or- 
ganization in 1960 after 14 years’ ex- 
perience with the U. S. foreign service. 
Prior to his diplomatic career, he 
served as assistant regional director to 
the surplus marketing administration 
program for 13 southern states. 





appeal to the public whose desires in 
the long run will be fulfilled. 

This intensity of competition in 
property and casualty comes at a time 
when as far as can be seen the future 
in terms of potential new business is 
very bright, Mr. Alsop said. The pop- 
ulation of the U.S. has expanded very 
rapidly in recent years and gives ev- 
ery evidence of a further rapid ex- 
pansion. Children born during the war 
and just after it are beginning to 
reach adulthood. The rate of formation 
of new families is expected to go 
up very rapidly in the coming years. 
This population explosion will have a 
direct impact on the number of cars 
and number of homes to be insured. 


Small Company Share 


Of existing business the small com- 
panies have a significant segment. For 
example, Mutual of Hartford is one of 
the largest writers of fire, extended 
coverage, and homeowners business in 
Connecticut. It has its counterparts in 
many other states. 

The question for the future is, can 
these smaller companies hold what 
they have and can they get a reason- 
able percentage of the new business 
which will be generated? Can they, 
in fact, survive the existing and. fu- 
ture competition? Their survival will, 
of course, depend not only on whether 
they can keep their business and add 
to it, but also on whether they can 
do it profitably. 

Mr. Alsop conceded that it is dif- 
ficult to define the “critical size” of 
an insurer; that is, the size the com- 
pany will have to be in order to op- 
erate profitably in the years ahead. 
Many companies are of a size that 
presently is viewed as adequate which 
will have great difficulties in the fu- 
ture. He believes that his own com- 
pany, with its financial strength, if it 
has not achieved critical size already 
in terms of the amount of business 
written will be able to do so. 


Clearly Evident Trend 


There is a clearly evident trend in 
the insurance business toward brand- 
name advertising, he observed. Large 
multiple-line companies are spending 
thousands on advertising and promo- 
tion. It is obvious that an effort is 
being made by the giants in the busi- 
ness to establish something which most 
of them have never had, a direct con- 
sciousness by the public of their par- 
ticular product. 

In most cases in years gone by, the 
companies have been satisfied to sell 
their agents on their good qualities 


(CONTINUED ON PAGE 382) 
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Program Ready For NAIA Annual At Dallas 


(CONTINUED FROM PAGE 1) 
Riesel, newspaper columnist, Labor— 
The Big Story. Porter Ellis, There Is 
No Free Pie In The Sky. Presentation 
of L. P. McCord education trophy, 
highway safety and fire safety awards. 
President’s citations for achievement. 

11 a.mm—National Board of State 
Directors, Embassy ballroom, Porter 
Ellis presiding 

11 am.—Handling catastrophes, 
Grand ballroom. P. B. L. Carden, gen- 
eral adjuster of National Board, James 
F. Miazza, southwest manager of G:2n- 
eral Adjustment Bureau, Dallas, and 
James J. Quinn, local agent of Barties- 
ville, Okla. 

12—Educational luncheon, Empire 
room. ' A. Rosenbaum Jr., Meridian, 
Miss., presiding. Dr. Edwin S. Over- 
man, Preparation for the Challenge of 
the Future. 

Show Advertising Film 

2 p.m.—Advertising workshop, Grand 
ballroom. Joe E. Vincent, Bryan, Tex., 
presiding. The 1962 advertising film, 
Eben Learned, Norwich, Conn., chair- 
man 1962 advertising committee. Jack 
C. Schroeder, Chico, The California 
Story. Coordinated advertising planned 
endeavor, Valmore H. Forcier, NAIA 
advertising coordinator. William 
Kientz, Columbus, O., how the indi- 
vidual agent can participate in coor- 
dinated advertising. A. Tracy Bird 
III, Tucson, how a local board can par- 
ticipate. Presentation of Town Crier 
award to companies and Bowen public 
relations award. 

2 p.m.—National Board of State Di- 
rectors, Embassy ballroom. 

4:45 p.m.—Midwest Territorial Con- 
ference, Grand ballroom, Statler Hil- 
ton. 

4:45 p.m.—Far West Agents Con- 
ference, Junior ballroom. 

Tuesday, Sept. 26 

9:30 a.m.—Property and rural and 
small lines workshop, Junior ballroom. 
Julian A. Lenke, Cincinnati, presid- 
ing. Stetson Ward, New Haven, special 
multiple peril program. Joseph F. 
Prola, Springfield, Ill., homeowners. 
Maurice Baker, Colorado Springs, PIP. 
H. L. Thompson Jr., Hartsville, S. C., 
continuous homeowners. Dean Mat- 
thews, Ashland, Kan., farmowners. C. 
D. Swett, Woodland, Cal., agency loss 
adjustment practices. 

9:30 a.m.—Agency management 
workshop, Grand ballroom. Rosser 
Long, Fayetteville, W. Va., how to 
solve the collection problem. Robert 
L. Cook of Martin’s Ferry, O., tele- 
phone tips, Philip C. Gallagher, Miami, 
aptitude tests and employment port- 
folio for office personnel. 

9:30 a.m.—National Board of State 
Directors, Embassy ballroom. 

10:30 a.m.—Automated agency ac- 
counting seminar. Arthur F. Blum, 
Rockaway Park, N. Y., presiding. In- 
troduction of NAIA procedural manual 
on automated agency accounting. Pan- 
el: Robert Burns, American Agency 
Management Bureau, Washington, 
D. C.; Eugene A. Toale, Recording & 
Statistical Corp.; John P. Shanley Jr., 
Service Bureau Corp. (IBM); and Wal- 
ter E. North of Bridgeport, Conn. 

2 p.m.—Casualty and metropolitan 
and large lines agents workshop. Roy 
H. MacBean, Cranford, N. J., presid- 
ing. William R. Lee, Chehalis, Wash., 
moderator. Edwin P. Simon, Chicago, 





Atlantic Mutual has elected William 
B. Rand, president United States Lines, 
trustee, and Centennial has elected 
him a director. Mr. Rand is the fourth 
executive of U.S. Lines to serve on 
Atlantic Mutual’s board. 
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surety bonds; George A. Conner, vice- 
president Fidelity & Deposit, honesty 


insurance for mercantile firms; and 
participant. Subjects: Insurance for James McKee, Nashville, president 
boards of education, municipalities, National Assn. of Surety Bond pro- 
and factories. ducers. 


2 p.m.—Fidelity and surety work- 
shop. Donald H. Denton, Charlotte, 
N. C., presiding. Participants: Warren 
Gaffney, general manager Surety 
Assn. of America; George H. Hotten- 
dorf, American Bankers Assn., bank- 
er’s blanket bonds and excess bank 
coverages; Theodore L. Sedwick, vice- 
president Standard Accident, contract 


2 p.m.—National Board of State Di- 
rectors, Embassy ballroom. 

9:30 p.m.—Presidential ball, Grand 
ballroom 

Wednesday, Sept. 27 

9:30 a.m.—Sales clinic. G. Herbert 
True, Greatness Begins With Being 
Different. Presentation of Walter H. 
Bennett memorial award and Sparlin, 
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California mileage, Des Moines at- 
tendance and Connecticut membership 
cups. 

10 a.m.—National Board of State Di- 
re:tors, Embassy ballroom. 

12—National Board of State Direc- 
tors. Executive session, Monterey 
room. 

2:30 p.m.—Closing general session, 
Grand ballroom. Gen. Nathan Twin- 
ing, The International Outlook. Elec- 
tion and installation of officers 

7:30 p.m.—Annual banquet and va- 
riety show, Dallas Memorial Auditor- 
ium. 
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Much Needed Protection 


Youth is just naturally exuberant! Lead- 
ers of Scout Packs, Brownies, Camp Fire 
Girls, Y.M.C.A. and other groups* bear 
a sizable responsibility in conducting 
meetings and excursions for these young 
people. That’s why they welcome with 
enthusiasm the opportunity to get low 
cost accident insurance for those in their 
care. 

In offering Continental’s Youth Group 
Accident Insurance, producers achieve 
three worthwhile goals: 


@ Perform a public service that will be 
appreciated and will make them 
more than ever a part of the com- 
munity life. 


@ Build volume business by seeing that 
the children, as well as the leaders and 
sponsoring committee members in 
each group have a full year’s accident 
coverage at only $1 per person. 


@ Make contacts which not only result 
in sales now, but which can also lead 
to future contacts and opportunities 
among other civic leaders— business 
that is renewable year after year. 


*The mention of specific organizations does not imply en- 
dorsement or approval of the policy by such organizations. 


FOR DETAILS ON CONTINENTAL’S YOUTH 
GROUP INSURANCE, SEE YOUR NEAREST 
CONTINENTAL AGENT OR BRANCH REPRE- 
SENTATIVE—OR FILL OUT AND MAIL THE 
COUPON. 


CONTINENTAL CASUALTY COMPANY 


NAME 
A Member of the Continental-National Group 
Continental Assurance Company ADDRESS 
National Fire of Hartford 
Transportation Insurance Company CITY = 


Continental Casualty Company 
Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois 


() Please send me full details on your Youth Group Policy. 
C | am interested in an agency appointment. 


C) | am interested in a brokerage appointment. 


Continental Casualty Producers Capture 
Fast Growing Youth Group Market 


Youth Leaders Welcome Continental’s Accident Coverage 
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Church Coverage Found Inadequate 


The news about insurance coverage 
on Presbyterian churches is anything 
but good, according to Presbyterian 
Life, official publication of the united 
denomination in the U.S. Many in- 
stances of inadequate coverage or no 
insurance at all were uncovered in a 
survey conducted by the general coun- 
cil of the church, the magazine reports. 

A questionnaire was sent by the 
council to the 9,133 congregations in 
the U.S. to elicit information on the 


Sixteen Hartford “extras” help bring 


present insurance situation of each. 
More than two-thirds answered in 
time for the tabulated results. The 
magazine observes that some of the 
congregations not replying may have 
insurance programs bad enough to be 
a source of embarrassment. 

The survey revealed that 63% of 
responding churches have public li- 
ability, but a great number carry re- 
grettably small amounts. Some 2,268 
churches have no coverage. One group 


of 554 churches only has 5/10 limits. 
Some 656 churches have upper limits 
of $20,000; 126 have $40,000, and 780 
have $50,000. Of the 3,913 with public 
liability, only 1,640 are covered for 
injuries caused by non-owned auto- 
mobiles. 


Immunity Abhorrent 


The magazine points out that there 
is a fairly serious question of right and 
wrong in the matter of liability insur- 
ance. Most of the states in the past 
have granted immunity so_ that 


churches may not be successfully sued 
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for most kinds of damage. But apart 
from the fact that the immunity doc- 
trine is eroding and that many states 
are reversing their traditional stand, 
there remains the question of whether 
a Presbyterian church would be com- 
fortable in pleading such a doctrine in 
answer to one who has been crippled 
by the negligence of the church. 

In this connection, the magazine ob- 
serves, the general assembly has ad- 
vised churches to purchase their pub- 
lic liability with a clause providing 
that the insurer will not plead im- 
munity in court as a defense. Without 
such a clause, the moral intent of a 
congregation to meet its responsibili- 
ties to the public, even though it could 
legally dodge them, might be over- 
looked. 

A related immunity is equally ab- 
horrent, the publication observes. This 
is the practice of some communities in 
excusing churches from provisions of 
their building codes, even on points 
designed to prevent fire and otherwise 
safeguard life. This immunity ought 
to be declined by United Presbyterian 
churches, the magazine states. 

Fire insurance is the only coverage 
carried by 405 churches in the survey. 
The magazine points out in this con- 
nection that fire protection is only 
minimum coverage in view of the 
many other risks. It cites the public 
and institutional program as a means 
of wrapping up fire and other needed 
insurance. 


Recommends Boiler Coverage 


The publication also recommends 
boiler coverage, fiduciary bonds and 
theft, recommending that the two lat- 
ter lines be placed with the same in- 
surer, so that any disappearance of 
church funds will not provoke a dis- 
pute between two companies, each 
claiming that the loss occurred in a 
way for which the other is liable. 

Churches should keep in mind the 
concept of replacement value, which 
gets away from the “depreciation 
trap” and avoids misunderstandings as 
to the amount for which the insurer 
is liable in the event of a partial loss, 
the magazine states. 

It advises congregations to turn to 
their local agent or broker for truly 
professional treatment of the account. 
The agent may be a member or an 
officer of the church. He may be a lot 
more comfortable if there is an insur- 
ance committee to join him in an annu- 
al review of the program, One way the 
agent can help is to keep policy 
amounts in step with inflation of val- 
ues. It may not always be clear to 
everybody that a man who recom- 
mends increased expenditures for pre- 
miums is really thinking of protection 
for the church and not of commissions 
for himself, the magazine observes. 
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“How The American helped me turn 
a poor fleet risk into bonus business!” 


by a Pennsylvania insurance agent 


“One day I got an invitation to some business . . . but 
who'd want it? An automobile fleet’s adverse loss ratio 
for the past four years had resulted in refusal of the 
present carrier to renew coverage. 


“Nevertheless, I mentioned it to Dick Abraham, Spe- 
cial Agent for The American. He turned the problem over 
to Safety Engineer Harold Culin at The American’s 
Pittsburgh Branch Office. His review of the insured’s 
past experience showed that the accidents were small 
but frequent... many resulting in minor property dam- 
age while backing up or parking. It was clearly a matter 
of unsafe driving practices. He recommended that a 
continuing safety program be installed. 


“The insured agreed and The American wrote the 
fleet at a premium based on previous experience—and 
picked up the Workmen’s Compensation and General 
Liability, as well. The American sent safety literature 
and monthly bulletins to the insured and his drivers. 
I even helped conduct quarterly safety meetings. Losses 
were drastically reduced, making subsequent premiums 
considerably lower. 


AUTOMOBILE + BONDS «+ BURGLARY - 


“To show his appreciation, when the insured formed 
another corporation a short time ago, he awarded me 
the entire insurance package including an Installment 
Sales policy with a $20,000 annual premium! Is it any 
wonder I always check The American FIRST?” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business... MORE 
BUSINESS FOR YOU. 





NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


FIRE & ALLIED LINES + GENERAL LIABILITY + GLASS 


GROUP ACCIDENT & HEALTH - INLAND & OCEAN MARINE + MULTIPLE PERIL * WORKMEN'S COMPENSATION 
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Agents Debate Pros And Contras 
Of Representing Fewer Insurers 


lines) field has gone a long way to 
eliminate placement of coverage on a 
single risk in several companies at the 
agency level. 

Some agents believe that reducing 
the number of companies tends to re- 
duce their independence; others that it 
lessens their ability to provide insured 
with the best coverages in the market. 


For several reasons the question of 
whether agencies should reduce the 
number of companies they represent 
has been debated in recent times. 
There has been pressure on commis- 
sions so that the agent has had to look 
around for any saving he could make 
in his expenses. The package policy 
in the commercial (and even personal 
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From the earliest days of exploration for oil and gas 
offshore in the Gulf of Mexico to present offshore 
drilling worldwide, we have been working with 
insurance agents and brokers to provide sound and 
reliable insurance protection for their clients’ drilling 
and production equipment. 


To do the best for your clients and to retain their 
good will, take advantage of our specialized experience 
and know-how—and our extensive facilities for broad 
coverage, sound continuing markets, and unexcelled 
loss handling by experts. 


Ask those who use Southern Marine’s service how 
well it works for the assured. 
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The direct practical benefit of sav- 


ings is difficult to measure. Conse- 
quently, there are few figures avail- 
able. 


To find out more about the subject, 
THE NATIONAL UNDERWRITER wrote to 
several successful agents over the 
country and asked them to comment. 
From 39 To Two 

W. Scott Rich of the Rich, Young 
& Perrigo agency at Gowanda, N.Y., 
replied: 

In 1950 we entered upon a merger 
of two agencies, and wound up with 
39 of America’s better insurance com- 





panies—obviously ridiculous for an 
agency this size (volume $250,000). 
We launched immediately upon a 


series of purges which brought us to 
our present situation of two companies 
—Travelers and North America. As 
you might expect, some “good old tried 
and true” companies had to go by the 
boards—some that had 30 to 35 years 
representation—and some with hurt 
feelings. 

I cannot oblige with exact figures 
as to savings directly linked to this 
move because we did a lot of other 
streamlining at the same time. But, 
getting at it in an oblique way, I 
would list the move as an integral 
contributor to the fact that we run 
this agency with two full-time part- 
ners and one office girl. Our profit, 
year after year, exceeds that of the 
“better than average run agency” for 
our volume group. Prior to the merger 
there were four girls in the two agen- 
cies. 

Advantages Noted 


Advantages to be noted: 

—Two account currents for 
—not 39. 

—Not having to be polite to the 
field men of 39 companies. 

—Larger commission rewards 
volume. 

—Greater bargaining power with 
companies retained—speak with a 
louder voice. 

—Less confusion to insured. 

—lIdentification with two leading 
companies. 

—Freedom from trying to be famil- 
iar with the underwriting rules, man- 
uals, personnel, procedure and other 
idiosyncracies of 39 separate compa- 
nies. 

—Reduce the space and filing prob- 
lem of trying to keep policies and 
forms of 39 companies. 

Disadvantages? None really. 

I have seen no indication whatsoever 
that we’ve lost our identity, inde- 
pendent status, or become captives to 
be taken for granted. We were warned 
about this by other agents who still 
have the 39 companies and who know 


month 


for 
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what they should do but haven’t. 

Another possible disadvantage is not 
to be tuned in on quite so many 
points of view or new ideas. But I 
feel that this can be accomplished in 
other better and less time consuming 
ways by reading trade periodicals, 
attending educational meetings such 
as CPCU seminars, reading the CPCU 
Annals, etc. I tend to minimize this 
disadvantage. 

In fairness, I must point out that 
‘we have no “dog” lines to place 
where capacity is a problem. Some- 
times I wish we did. Our writings are 
approximately 50% commercial and 
50% personal. The largest single ac- 
count is $25,000. 


Robert L. Cook of Martin’s Ferry 
and Bridgeport, O., writes: It is my 
opinion that representing fewer com- 
panies cannot materially effect the 
overhead of an agency. Nevertheless, 
reducing representation does have cer- 
tain advantages. There are fewer ac- 
count currents to prepare which could 
reduce the number of errors in agency 
accounting. However, the agency 
still has the same number of transac- 
tions to process and therefore I can 
see no appreciable savings here. 

Reducing the number of companies 
means fewer specific company forms 
to become acquainted with. This makes 
it easier to train new personnel. This 
advantage is primarily gained in the 
reduction of casualty companies rather 
than fire companies because fire com- 
panies use uniform forms. It is a 
shame we can’t get casualty compa- 
nies to adopt a uniform form pro- 
cedure. 

In my opinion, the prime advantage 
in reducing companies is gained by 
being able to give fewer companies a 
larger premium volume which can 
benefit an agency through more lib- 
eral treatment from company under- 
writers. Going hand in hand with this 
is the gaining of attractive contingent 
and profit sharing agreements when 
premium volumes with companies 
reach this point of advantage. 

Some claim that time is gained 
through fewer special agent visits, and 
they even want to estimate the cost of 
a coffee break. When this business 
gets to the point of making me con- 
scious and guilty about coffee breaks 
then it’s time to get out of the busi- 
ness. Some of the expediters and cost 
estimators get carried away and want 
to turn an agent into a machine with 
an “on and off button.” Every special 
agent has something to give you if you 
will just take the time to pick his 
mind. 

I don’t agree that I shall have less 

(CONTINUED ON PAGE 30) 
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THE NATIONAL UNDERWRITER has 
queried leading agents on what impact 
has been felt at the agency level from 
the accelerated efforts of traditional 
companies to establish their “brand 
names” through national consumer ad- 
vertising. The agents were not asked 
for their opinions on such ad cam- 
paigns (although several advanced 
views pro and con). They were asked 
to describe the effect of the campaigns 
in terms of their own agency’s experi- 
ence. 

The agents replying represent the 
insurers which have led in determined 
efforts to establish their brand names. 

A Tennessee agent writes that in 
spite of national ad programs, there is 
no noticeable increase in customer 
requests for coverage of a_ specific 
company. People know more about 
different coverages than in the past, 
but that is due to many factors. One 
factor might be the ad programs of all 
companies, but the increased familiar- 
ity with forms of insurance is not due 
to the advertising of any one company, 
in this agent’s view. 

He does not find it difficult to get 
customers to accept his recommenda- 
tion on companies, even where the 
customer has asked for another com- 
pany or has been approached through 
a quotation or a proposal. 


Finds No Ad Help 


This agent has detected “no notice- 
able help from the national advertising 
done by our companies.’’ However, he 
feels that certain company names are 
better known than others because of 
national advertising in the past sev- 
eral years. Advertising tends to keep 
the public conscious of the need for 
protection. Most buyers today are 
careful and are prompted to investi- 
gate other companies to see what they 
have to offer. This trend has been ac- 
celerated through national ads. 

A Colorado agent states that re- 
quests for specific companies are rare 
and when they are made, the reason 
usually given is previous good claim 
treatment, many years with the same 
company and similar reasons. Rarely is 
national advertising mentioned. How- 
ever, when a purchaser asks what 
company will be protecting him, he 
usually seems pleased if he “thinks 
he recognizes the company name, al- 
though most of the time I believe he 
has confused the name with that of 
some other insurer, perhaps even a 
life company.” 

On the few occasions when coverage 
in specific companies not represented 
by this agency was requested, the 
coverage was placed with companies 
represented, with no complaint from 
the customers. 

This agent feels that national ad- 
vertising by all companies of a par- 
ticular product, such as homeowners, 
has been more useful than the national 
ads of any particular company he re- 
presents, because of the “softening up” 
or pre-conditioning effect of the prod- 
uct ads. None of his companies uses 
TV for national ads. Brand name pro- 
motion might be much more effective 
if they did so, this agent believes. 

People in his community are much 
better acquainted with certain com- 
pany names than formerly because of 
National ads in recent years. Regret- 
tably, these “certain” companies are 
not agency system insurers. This 
agent believes these companies will 
maintain their present well known 
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Agents Report On National Ads, 
Detect Minimum Impact To Date 


identity as long as they continue to 
advertise on a giant scale, and tradi- 
tional insurers wishing to establish 
their names will have to advertise on 
the same basis. However, how to do 
this within the framework of the 
agency system opens up another prob- 


lem area. 

An Indiana agent’s comment is brief 
and to the point: “We have not found 
national advertising by our companies 
at all helpful and we represent at least 
one of the companies that has pio- 
neered in consumer advertising. The 
only companies in the fire and casual- 
ty field that the average person seems 
to recognize are State Farm Mutual 
and Allstate. We do not feel that any 
company can form a public image un- 
less they spend as much as these two 
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companies, and unless they do so they 
are throwing away what they do 
spend.” 

A California agent reports that cus- 
tomers usually call because they see 
the agency is local. Sometimes custom- 
ers consult the yellow pages, note that 
the agency represents a certain com- 
pany, and ask for its coverage. No 
doubt, national advertising has led to 
recognition of such companies. 

When customers ask this agent for a 
certain company’s protection it is al- 





“We estimate that with DIRS (Dictaphone 
Interview Recording System) our company 
adjusters can increase their production 25 
to 50% depending on their territory,” says 
Mr. A. C. Garner, Asst. Claims Manager, 
Federated Insurance Companies,Owatonna, 
Minn. “They can record in 5 minutes 
what it would normally take 30 minutes to 
write. * Also, by the use of the telephone re- 
corder, we reduce or eliminate mileage, time 
and traveling expenses for the adjuster. In 
many cases, a single telephone statement 
will save $25 to $30. You know, one of our 
adjusters told me that if he had to choose 
between giving up his automobile or DIRS 
for claim work, he’d give up the automobile 
first.” ¢ Mr. Garner’s enthusiasm for DIRS 
is understandable. It’s the perfect system 
for claims interview recording. * The Dicta- 
phone interview recorder is small, light- 
weight, battery-powered. It records a claim 
as fast as a claimant can talk . . . gets every 
word, every inflection. And, of course, there 
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ways one listed under the agency in 
the yellow pages. The exception is the 
person from out of town, who carried 
insurance with a company and wishes 
to maintain the connection. This agent 
has no difficulty in selling such pro- 
spects on companies he recommends. 
The day when he cannot do so will be 
the day when all firms can go into the 
mail order business, he declares. 

This agent firmly believes that na- 
tional advertising has helped. For ex- 
ample, he has had several cases where 
he placed coverage with a company, 
and the customer recognized it as the 
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sponsor of a football TV show. Many 
customers have called this agent to 
place business with his companies 
because their employers have group 
programs with these companies. 

A Kansas City agent reports that 
few of his customers have asked for 
coverage by a company doing national 
advertising. He feels that some com- 
panies through saturation advertising 
in local markets have probably at- 
tracted specific requests for their cov- 
erage. In general, he finds that the 
salesman at the point of contact has 
the ability to “substitute companies, 
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change the coverage, alter or interpret 
the advertising to the best advantage 
of the salesman or sales agency.” This 
also works out best for the customer 
because the salesman in touch with 
him can prescribe protection more pro- 
fessionally than any national ad cam- 
paign could in connection with cus- 
tomer needs. 

This agent commented on the proba- 
bility that brand name advertising 
aims to force agents to place business 
with a particular company through 
customer preference established by the 
ads. Many agents, he notes, are con- 
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scious of some companies’ desire to 
achieve this purpose, and they are 
resisting. Most agents with whom he 
has spoken are deliberately avoiding 
company finance plans through which 
payments are made direct to the com- 
pany. They are using banks or inde- 
pendent organizations that do not as- 
sociate the customers with the com- 
pany. 

Whether moves to put the agent in 
an exclusive status with one company 
—through advertising and otherwise— 
will succeed is a question this agent 
cannot answer. Possibly, some agents 
will be put in this position while oth- 
ers will continue their function of 
diagnosing customer needs and placing 
the coverage in the market which 
seems best suited. 

A Louisiana agent not only replied 
to questions on national advertising 
but also solicited the views of fellow 
agents in his city. He reports their 
consensus: They are not being asked 
more frequently for the coverage of 
any one company which advertises 
nationally; when they are asked, they 
have no trouble selling the customer 
on another company; and they do not 
feel that national advertising in gen- 
eral has been helpful to them. More- 
over, they do not attach any particu- 
lar significance now or in the fore- 
seeable future to recognition by the 
public of a particular company’s name 
because of national ads. 


Two Texas Agent Groups Elect 

Two local boards of Texas Assn. of 
Insurance Agents have elected officers. 
Beeville Assn. of Independent Agents 
has named Rose Clewis president, 
Toscoe B. Knight vice-president, and 
James R. Millikin secretary. Midland 
Assn. of Independent Agents has 
elected Johnny Johnson Jr. president, 
Gene Luttrell vice-president, and 
Martin Meissner secretary. 


Commercial agency, Dayton, and 
Taylor agency, Columbus, O., have 
merged, with the new agency to be 
called Commercial Assurance agency of 
Dayton, effective Oct. 1. William J. 
Taylor, sole owner of the Columbus 
company, was named president. He 
was joint owner of the Dayton agency, 
and Wayne E. Hendricks, the other 
Dayton partner, becomes vice-presi- 
dent and general manager of the new 
corporation. 


Municipal of Chicago will move its 
home office from Chicago to Elgin, and 
the new building will be under con- 
struction there beginning in October. 
A new branch office has been opened 
at 6468 North Avenue in Chicago. 
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On Insurance Defense Are Reviewed 


in a talk entitled “The Defense 
Never Rests,” Emil C. Rassman of 
Rucker & Rassman, Midland, Tex., em- 
phasized the qualities of work, spirit 
and imagination that make for effec- 
tive defense of personal injury litiga- 
tion. His paper was delivered at the 
annual conference on corporate insur- 
and management sponsored by Dal- 
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Social Changes And Their Effect 


las-Fort Worth chapter of American 
Society of Insurance Management. 

The law of torts is in the midst of a 
substantial evolution Mr. Rassman said. 
The change is from materialism to 
“expanding humanism,” producing a 
synthesis of traditional tort concepts 
with social, physical and medical pos- 
tulates. The general trend is toward 


an expansion of tort liability, a broad- 
ened concept of social responsibility 
and a balancing of interests, the latter 
often measured in terms of capacity to 
bear a loss. These changing concepts 
have been accompanied by judicial tol- 
eration of increasingly large jury ver- 
dicts in such intangible areas as the 
value of pain and suffering, psychic 
injury, subjective complaints, etc. An 
appraisal of a case should include a 
weighing of these trends. 

Additionally, Mr. Rassman observed, 
there is an increased claim conscious- 
ness on the part of the public. In this 
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struggle of competing social theories 
the claim personnel and defense coun- 
sel of an insurer occupy a front line 
position. Their approach in defending 
a case will be influenced and perhaps 
even determined by the transitions 
that are occurring in the field of tort 
law. In assessing their position in 
terms of the effect that social transi- 
tions may have, they will have to 
watch most carefully any concepts un- 
cer unusual social pressure or judicial 
change, such as pre-natal torts, im- 
munity of charitable institutions and 
political subdivisions, product liabili- 
ty and warranties, automobile guest 
statutes, attractive nuisance, volunta- 
ry assumption of risk, constructive no- 
tice in falls and the duty of an owner 
or occupant of a premises to furnish a 
contractor’s employe a safe place to 
work. 


Cannot Disregard Changes 


Despite the changing image of tort 
law, Mr. Rassman counseled that the 
defense assessment should not be in 
terms of “fire and fall back.’ While 
this is often an effective defense, nei- 
ther defense counsel nor insurance 
management can disregard the 
changes taking place in tort law, and 
the implications of these changes 
should be weighed in terms of the ef- 
fect they could have on an individual 
case. 

Some cases may offer an opportuni- 
ty to allow the pendulum of social re- 
sponsibility to swing back toward a 
less extreme position more nearly in 
accord with the public interest as the 
defense counsel conceives it, Mr. Rass- 
man said. Although tort law has under- 
gone substantial changes, it is not cer- 
tain that these changes, when applied 
to an individual case, will coincide 
with the ultimate public interest. He 
said there is a responsibility on the 
part of the court and counsel alike to 
strike a better balance between cer- 
tainty and change. The integrity of 
doctrine and the stability of legal prin- 
ciples have as much relevance and 
weight in the field of tort law as in 
any other field of law. While a strict 
following of established doctrine 
should not be applied, Mr. Rassman 
said “neither can it be proposed that 
social feasibility be offered as a substi- 
tute for justice.” 

The responsibility exercised by the 
entire trial bar—the judiciary, the law 
teacher and the legislature—will de- 
termine how changing concepts of so- 
cial responsibility will be oriented into 
the system of law, Mr. Rassman de- 
clared. The problem is complex and it 
is difficult often to determine where 
the public interest lies. In general, 
however, it can be said that the trans- 
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itional concepts of tort liability, and 
the methods used to assert them, 
must be equated with the principle 
that every party in a personal injury 
case be afforded a fair and impartial 
trial. The plaintiff is entitled to his 
day in court, but in this day of the 
“modern trial” care and restraint must 
be exercised by the courts and attor- 
neys alike to maintain basic standards 
of fairness and impartiality. 

Contrary to popular conceptions, Mr. 
Rassman said, the success in handling 
a litigation of any character seldom 
has its genesis in a stroke of good luck 
during the trial. More often it can be 
attributed to hard work and careful 
preparation. In personal injury litiga- 
tion, facts are the springboard to vic- 
tory. 

Preparation should begin promptly. 
“The practice of filing a routine ans- 
wer and then deferring the investiga- 
tion and preparation of the case until 
shortly before the time of trial simply 
augments an advantage already pos- 
sessed by the adversary,” he com- 
mented. Successful preparation calls 
for an open mind while the investiga- 
tion is in progress. The burden of proof 
is on the plaintiff, but a premature de- 
cision that the case is without merit 
can lead to trouble. Unless the claim 
is shown to be entirely groundless, and 
this would be an exception, claim per- 
sonnel and defense attorney would do 
well not to prejudge the facts. 


Report To Company 


If the investigation shows the case 
to be worthy of settlement, it is the 
duty of the defense lawyer to report 
it to the company. Mr. Rassman said 
the defense counsel should be pre- 
pared to state his opinion of the value 
of a case and his recommendations as 
to what should be done. Not every case 
can or should be settled, but it is the 
company that is entitled to make the 
final decision. If the insurer declines 
to follow its counsel’s settlement rec- 
ommendations, duty demands that the 
defense lawyer put aside his misgiv- 
ings and put forth his best efforts in 
trial, 

While unreasonable delay of a trial 
should be avoided, an unreasonably 
early date should equally be avoided, 
Mr. Rassman counseled. Defendant in a 
personal injury case should be given a 
reasonable time after suit has been 
filed and until the trial to assess the 
permanency of the plaintiff’s injury 
and the extent of ultimate disability. 
There is also the question of whether 
the plaintiff is able or willing to re- 
turn to work. The administration of 
justice in personal injury litigation 
must strike a better balance between 
the concerns of an injured litigant 
pressing for early redress on one hand 
and the unqualified right of a defen- 
dant to know something of the nature 
and extent of the injury for which he 
must account at the time of trial. 
Without such _ balance, plaintiff’s 
rights are abridged or the defendant’s 
property is confiscated, and in either 
case justice is miscarried. 


Highway Hair Raising In N.Y. 

May personal injury accidents on 
New York streets and highways were 
off a slight 1% to 13,893. But deaths 
went up 20% to 200, and property 
damage accidents rose 7% to 10,215. 

The big feature in the increased 
deaths was the 150% rise in fatalities 
on state parkways, all of them in the 
New York City area, a rise from 
seven to 17. In 11, speeding was the 
major cause. In four cases the driver 
was on the wrong side of the road 
when the accident occurred. 
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Medical Care Bill To 
Get Top ‘61 Billing 


(CONTINUED FROM PAGE 12) 
the costs of hospitalization or home 
care can destroy self-respect and deny 
the right to dignity and comfort after 
retirement. 

Although everyone recognizes the 
threat presented by the possibility of 
serious illness in later years, savings 
for this purpose are often inadequate. 
Nine out of 10 persons over 65 are 
hospitalized at least once. The dura- 
tion of their hospitalization averages 
two and one-half times longer than 
that of those under 65. I am convinced 
that only the social security system 
can furnish satisfactory protection 
against the costs of these illnesses. 
Small retirement incomes are usually 
inadequate to cover the premiums re- 
quired to obtain a sufficient amount 
of private insurance. 

Only Mechanism 


The theory of using earnings during 
the most productive years to purchase 
protection during retirement years has 
been tested and proved. This is the 
social security approach. I know you 


share my view that it is the only 
mechanism that can satisfy the need, 
insure protection, and be financially 
sound. 

I have followed with considerable 
interest the hearings held by the com- 
mittee on ways and means of the 
House of Representatives on this sub- 
ject. The testimony incontrovertibly 
establishes the need for the legisla- 
tion. Our national responsibilities re- 
quire prompt and effective action. 

I wholeheartedly agree with your 
belief in the importance of this legis- 
lation to our nation. It will relieve 
some of the most serious hardships of 
old age, it will enable the worker to 
look forward with confidence to his 
ability to take care of himself, it will 
help solve many problems of family 
living. I consider the proposal to pro- 
vide health insurance for the aged un- 
der social security one of the most im- 
portant measures I have advocated. 
Your support is very much appreciated 
and I assure you that I intend to rec- 
ommend that this legislation be given 
the highest priority at the next ses- 
sion of Congress. 

Sincerely, 
(s) John F. Kennedy 
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Markel Broadens Covers 
And Expands In South 


Markel Service is now offering fire, 
theft and collision coverage to its fleet 
truck risks through Allstate, its BI 
and PDL insurer. 

Markel is also opening a southeast- 
ern regional production office at At- 
lanta to develop new accounts and 
provide service for business in Geor- 
gia, Tennessee, Florida, Mississippi, 
Alabama and Kentucky. Harry Barker, 
who has been manager and resident 
vice-president of the west coast of- 
fices, will assume similar duties at 
Atlanta. 


Slates Board Meeting 


National Assn. of Insurance Women 
will hold its executive board meeting 
in Tulsa, Oct. 13-15. 

Mrs. V. J. Sullivan, president, will 
preside at the meetings and she and 
Mrs. Peggy Randall, secretary, both 
of Tulsa, will act as hostesses. 

The major project being sponsored 
this year by the association is public 
safety. Other NAIW concerns are wel- 
fare, education and public relations. 
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Says Prior Approval Issue Is Paramount 


The new concept of no prior ap- 
proval is the single most important 
issue for consideration by company 
and agency groups and by insurance 
commissioners. In advancing this 
view at the annual meeting of Louis- 
iana Assn. of Mutual Insurance 
Agents at Edgewater Gulf, Miss., Com- 
missioner Hayes of Louisiana de- 
clared that the new theory changes 
the whole concept of state regulation. 

Mr. Hayes noted that no prior ap- 
proval had been turned down by Na- 


CSUN 





i 
ea 
ro 
| 


tional Assn. of Insurance Commis- 
sioners at Philadelphia. However, it 
is anticipated that many more such 
proposals will be submitted to various 
legislatures when they reconvene. In 
addition, company organizations have 
begun to circularize agents, brokers 
and the insuring public on the advan- 
tages of such a plan. 

It is most interesting to observe 
that associations of companies—ordin- 
arily completely adverse in their ap- 
proach to problems affecting the 
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‘tbusiness—are jointly seeking adop- 
tion of no prior approval, Mr. Hayes 
said. It is only reasonable that com- 
missioners, whose activities are cen- 
tered in the regulatory field are 
questioning whether or not the real 
intent and purpose of these compan- 
ies is to do away with state regulation. 


Free Competition Is Goal 


Some of these companies are advo- 
cating a federal charter with the hope 
of having freedom of rate action and 
unrestrained competition, Mr. Hayes 
continued. However, he thinks these 
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companies realize that reincorpora- 
tion under a federal charter could not 
and would not eliminate state super- 
vision. 

In Mr. Hayes’ view, not even the 
Senate anti-trust and monopoly sub- 
committee is really pushing for fed- 
eralization of the regulation of the 
business, but is mainly advancing the 
theory of liberalizing the states’ rate 
statutes in the interest of “free and 
open competition.” 

Mr. Hayes recalled that since World 
War II there has been a mass con- 
sumer demand for coverage in auto- 
mobile and fire lines. This was 
prompted by inflation, accelerated 
auto production and a housing boom, 
It is clear that at some point, mer- 
chandising was slanted to the con- 
sumer rather than to existing agency 
organizations which grew up under 
the cloak and protection of state reg- 
ulation. 


Other Perplexities 


The question of whether more com- 
petition in insurance is in the public 
interest is certainly one that lends 
itself to debate, Mr. Hayes said. With- 
out holding any preconceived ideas, 
he believes that with respect to no 
prior approval, particular considera- 
tion must be given to certain classes. 
At present, auto rates are already 
“somewhat competitive.” 

Insofar as rules and forms are con- 
cerned, Mr. Hayes thinks that no 
prior approval would create chaos. 
Regulatory officials must maintain 
controls over rules and forms. Other- 
wise, there would be such a multi- 
tude of variations that the ordinary 
policyholder would not understand 
his coverage or, in some _ instances, 
would have it unduly restricted by 
exclusions and endorsements. 

Mr. Hayes noted that the complex- 
ity and competition existing in insur- 
ance raises many problems, some of 
a recurring nature. But the no prior 
approval issue goes much deeper 
than day-to-day problems. He ob- 
served that he could offer no solution, 
but urged the agents to make a com- 
prehensive study of the effect that 
such a proposal would have on their 
business. 


Glens Falls Raises Hoyt 


Gordon J. Hoyt, agency superin- 
tendent of Glens Falls’ western New 
York department at Syracuse, has 
been advanced to the newly created 
position of administrative assistant 
in the home office production depart- 
ment. He will assist E. B. Gill, vice- 
president and production director, and 
other production officers in adminis- 
trative and sales activities of all ter- 
ritories, except those reporting to the 
Pacific Coast department. 

Mr. Hoyt joined Glens Falls in 1950, 
completed the training course and was 
assigned as special agent in Detroit. 
He later became special agent in west- 
ern New York before advancing to 
agency superintendent there. 


Two Named In Pa. Field 

State Auto of Indianapolis and 
Statesman have appointed R. L. MaAu- 
liffe to the territory east of Pitts- 
burgh in Pennsylvania and Grey S. 
Easton to the central Pennsylvania 
field. 

Mr. Easton has been in the Harris- 
burg office for six years and Mr. Mc- 
Auliffe is just joining the companies. 


Arthur S. Johnson has retired as 
vice-president of American Mutual 
Liability. He was manager of the en- 
gineering department. 
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Springfield-Monarch 
Relocates In Midwest, 


Names Fish As Manager 
Springfield-Monarch has __ estab- 
lished a new midwestern regional of- 


fice at Freeport, Ill., in the home office | 
building of Freeport Ins. Charles M. | 


Fish, president Freeport and Horizon 
and vice-president of other companies 
in the group, has been named regional 
manager. 


The regional office replaces the | 


western departmental office in Chica- 


go, which was originally established in | 
1876. Property and casualty operations | 
in Indiana, Illinois, Iowa, Nebraska, | 


North and South Dakota, Minnesota 
and Wisconsin are now supervised 
from Freeport. The underwriting 
staffs and field offices of Springfield 


employes have been relocated at Free- 


port. 

Mr. Fish joined Freeport in 1935 
and was elected president in 1956. He 
was elected a director of Springfield 
and vice-president of the group com- 
panies in 1960. He is past president of 
National Assn. of Independent In- 


surers and of Illinois Bureau of Cas- | 


ualty Insurers. 


Buffalo Will Hold Field, 


General Agent Seminar 


Buffalo will hold its annual seminar 
for field men Sept. 17 at Buffalo. The 
course of study will run three days 
and will be attended by 25 field super- 
visors and general agents operating 
throughout the U.S. The program will 


be under the general direction of | 


President Victor T. Ehre, while the 
individual subjects will be presented 
by executives and outside specialists. 

The program will cover underwrit- 
ing, workshop sessions, and technical 
discussions of new developments. Ob- 
jective is skill and effectiveness of 
field men in, the successful planning 
and profitable administration of their 
territories. A review of current condi- 
tions in the business will cover new 
coverages, inspections and appraisals, 
forms and rating procedures in fire, 
casualty, inland marine and multi- 
peril contracts. Production manage- 


| 
| 


ment, including agency appointments | 
and development, will be emphasized. | 


One session will deal with salesman- 
ship. 


Fire And EC Covers Dogs 


Michigan supreme court held the 
insurer liable for $1,740 in smoke 
damage to a dog kennel and the death 
of several dogs as a result of the 
smoke poisoning. It upheld a lower 
court verdict in favor of Vigil against 
Badger Mutual under a fire and ex- 
tended coverage policy. The case was 
that of Vigil vs Badger Mutual, re- 
ported in 10 CCH (Fire & Casualty) 
977. 

The policy insured, in addition to a 
dwelling and contents, two dog kennels 
for $2,000 each and the contents of the 
two kennels for $2,000 each. A stove in 
the second kennel did not function 
properly, and smoke damage was done 
to the kennel and several dogs kept by 
Vigil for breeding and show purposes 
were killed. 

The insurer contended that the basic 
policy covered only household and 
personal property usual or incidental 
to the occupancy of the premises as a 
dwelling and such items in appurten- 
ant private structures. 

But the court pointed out that the 


kennels were specifically covered. | 


Also, testimony was to the effect that 
the agent when writing the policy told 
insured her dogs were covered. 





Growing Prospects 


Vast real estate developments loom up across America. 
Older families seek better lives. New families create new 
standards of quality. Insurance expenditures range from 
three to five hundred dollars a year. Homeowners insurance 
is a must. 


Royal-Globe, a leader in package policies, helps its 
agents sell Homeowners insurance through the same expert 
services all its other lines receive. In addition, Royal-Globe 
agents have the advantage of superior sales aids, such as the 
copyrighted Homeowners Comparison Chart. 


Are you cultivating prospects in the fertile soil of 
housing developments? 
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practically total, on a small brick 
dwelling. Everything appeared to be in 
order, so the company made out the 
draft and mailed it. The mortgagee got 
in touch with the insurer and indi- 
cated that something was wrong. A 
company official visited the banker, 
who said that $3,500 would be ample 
payment for the damage done and 
that he couldn’t in conscience cash the 
draft. Inspection revealed considerable 
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damage to the structure, but nothing 
approaching $8,000. The company is- 
sued a new draft for $4,000. 

In another instance, one item in a 
list of claims under a fire loss involved 
$1,800 for the replacement of an acou- 
stical tile ceiling. A reinspection by 
the company showed that the ceiling 
had been smudged by smoke but that 
the tile were all still perfectly sound. 
Other items in the list were also exag- 
gerated. 


Losses Constitute Area Where Business Could Improve Results 


One recent claim, submitted to the 
company with recommendation for 
payment, was for $500 for two sets of 
golf clubs. Still another was for the 
loss of an attic fan through electrical 
breakdown. The fan had not been 
manufactured for several years. Yet 
proof of loss was taken for twice the 
price of a more modern fan of the 
same size. A policeman in a southern 
city had a contents fire. The claim was 
put through, with recommendation for 








Results of our 





“Agents Seminars” 


During 1960, executives of The Atlantic Companies got together with independent agents in all 
parts of the country for a series of informal meetings. They discussed industry problems and goals, 
ideas and “gripes”. We knew these meetings would be stimulating—but we had no concept of the 
number of practical, business-building ideas they would produce. Here are five ideas that our 
Companies, with agents’ help, have already turned into realities... 











Because of the success of these seminars, we will be inviting more of our agents to sit down with 
us for straight-from-the-shoulder talks in the months ahead. We hope that you will be willing to 
spare the time. Meanwhile, our sincere thanks for your past cooperation. 
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28 Offices in Cities from Coast to Coast ° 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


COOPERATIVE ADVERTISING PROGRAM: Advertise- 
ments telling the public why to buy insurance 
through independent agents are appearing in 90 
newspapers coast to coast, with agents’ tie-in list- 
ings. Agents pay half the cost of their listings only. 


PREMIUM BUDGET PLAN: The easiest-to-use monthly By 
payment plan in the industry, utilizing a novel 
slide-rule calculator, has been made available to 

agents. The cost to the insured (10 month plan) is 

$2.52 per $100 of financed premium. 


Vy) 
RESEARCH AND DEVELOPMENT PROGRAM: Agents (f 
now benefit from a newly established “idea mill” [| 
which meets in Atlantic’s Home Office and Mid- 

west and Pacific Division offices to analyze and 
improve anything from claims service to policy 

forms. 


BUSINESS SAFEGUARD PROGRAM: With the advice 
of agents, a coordinated group of flexible package 
coverages for all types of businesses has been 
designed. “Retailer’s Safeguard” has already 
proved itself in a number of states. 





AVERAGE COMMISSION SYSTEM: Eligible agents can 
take advantage of a new system which saves time 
and money in their office and in ours. 


Business Established 1842 
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payment, for 30 sports slacks and 10 
expensive sports jackets, a full dress 
suit and a tuxedo, and several other 
similar items. 

One inquiry into adjustments in a 
populous midwest area showed that 
companies were paying 25 to 35% 
more for repairs and replacements 
than the actual cost. Much of this was 
due to failure of adjusters to recheck 
work done. Of losses adjusted by 
agents more than 80% were closed out 
without inspection. In more than 60% 
of the cases, however, staff adjusters 
made no inspections. Practically all 
losses adjusted by independent ad- 
justers were inspected, as were those 
adjusted by the company sponsored 
adjusting organization operating in 
that territory. 


Scorch And Mar Losses 


Many scorch losses are paid, a lot 
of them for more than the price of the 
article itself. This is true also of fur- 
niture marring losses. 

Apparently some adjusters believe 
that insured and the agent should be 
made entirely happy without too much 
concern for the interest of the com- 
pany. The trouble is caused to a con- 
siderable extent by the fact that many 
companies allow agents, or some 
agents, to make adjustments; and, 
what is even more widely prevalent, 
allow agents to direct adjusting busi- 
ness ,to certain adjusters. Many agents 
discharge this responsibility fairly and 
efficiently. But many do _ not. 

There could be substantial improve- 
ment in the loss ratio if the companies 
as a whole would give serious concern 
to the practices in the loss adjustment 
field. The surprising thing is that there 
seems to be little interest in doing 
anything about it. With better than 60 
cents of the premium dollar going out 
in the payment of losses and loss ad- 
justment expense, this is an area 
which merits the closest attention and 
supervision. 

Aside from the adjustment, the ad- 





Travelers Raises Four 


Travelers has named Donald H. Gar- 
lock secretary and Adolph E. Tanguay 
assistant secretary of the fire and 
marine underwriting department, Pa- 
cific Coast division. David E. Nash has 
been named assistant superintendent 
in the engineering and loss control 
division of the casualty underwriting 
department, and Edward P. Rosania 
has been raised to assistant superin- 
tendent of sales promotion in the 
casualty-fire agency unit. 

Mr. Garlock joined Travelers in 1949 
as special agent in Dayton, O., and 
was later at Columbus as assistant 
manager and at Charleston, W. Va., as 
manager of the fire-marine agency 
department. He was transferred to the 
home office in 1957 as assistant secre- 
tary of the fire and marine under- 
writing department, Pacific Coast di- 
vision. 

Mr. Tanguay, with the company 
since 1927, began in the home office 
fire and marine underwriting depart- 
ment, southern division, and advanced 
to examiner in 1935. He became ex- 
aminer in the Pacific Coast division in 
1947 and chief underwriter in 1957. 

Mr. Nash has been with the com- 
pany in engineering capacities since 
1948 at Dallas, Little Rock and Kan- 
sas City. Mr. Rosania joined Travelers 
in 1958 as field supervisor in the fire 
and marine agency unit at Albany, 
N.Y., became assistant manager there 
in 1959, and was transferred to the 
home office in 1960 as sales promotion 
assistant in the casualty-fire agency 
department. 
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juster could be of great assistance to 
the companies if, in making his report, 
he gave some indication as to the 
condition of the risk from a physical 
standpoint. He would not have to spell 
this out because in many cases to do 
so would put him in an unfavorable 
light with agent. But he could suggest 
to the company that an early inspec- 
tion of the risk be made. In many cases 
there is little if any reference to the 
condition of the risk in the report. In 
one recent instance the reference was 
positively misleading. 

This involved a fire loss in a brick 
apartment house caused by a portable 
oil burner. Modern apartment dwell- 
ings do not usually contain portable 
kerosene burners, so the company 
asked for an inspection. The adjuster’s 
report contained the notation, “‘main- 
tenanc2 normal.” But a visit revealed 
that the apartment house where the 
loss occurred was a shambles, over- 
occupied, with garbage undisposed of 
for days. The basement was so full of 
garbage and junk as to defy ingress. 

A notation that the risk might be 
inspected would be of great value to 
the insurer. The adjusters are indirect- 
ly employes of the companies and 
should (as many do) have a sense of 
responsibility to the insurers. 


Large Loss Example 


While most of the losses referred to 
here fall in the small or smaller cate- 
gory, it would be a mistake to assume 
that substantial exaggeration of claims 
does not occur on large losses. For 
example, one company received a 
claim in a fire loss to a motel. The 
claim totaled $300,000. The loss was 
referred to an adjusting firm the com- 
pany used frequently. After a period 
of time with little progress toward 
settlement the company sent out one 
of its own men. He found that the fire 
had been confined chiefly to one floor 
and that total damage did not appear 
to be anything like the amount 
claimed. Insured, however, pressed for 
the full $300,000. Finally, the company 
representative asked for a list of the 
guests registered the day before the 
fire. Insured settled for $100,000. 

The vast majority of adjusters are 
honest and competent people. But 
there is a laxness for which no doubt 
the companies are in a large measure 
to blame. The difficulties in the loss 
field, which are costing the insurers 
millions of dollars a year, would be 
greatly reduced if the honest, fair and 
efficient adjusters, agents, and com- 
pany people tackled the problem with 
energy and purpose. 
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Fireman‘s Fund Expands 
In Georgia, California 


Fireman’s Fund has made a series 
of moves into larger quarters, involv- 
ing locations in Atlanta, Los Angeles, 
San Diego and San Jose. The largest 
move involves the Fund’s Los An- 
geles office, headquarters of the south- 
ern California department where the 
company, as the principal tenant, will 
occupy five floors of a 12-story, $6- 
million structure at 3223 West Sixth 
Street. 

The new building is located in the 
heart of the Wilshire office building 
district and is serviced by the nearby 
Hollywood and Harbor’ Freeways, 
which will soon be supplemented by 
the new Santa Monica Freeway. Many 
features of the Los Angeles structure 
are being built to the Fund’s specifica- 
tions. The move into the new quarters 
by more than 600 employes will be 
made over the weekend of Sept. 22, 
with the opening date tentatively set 
for Sept. 25. 

In Atlanta, a new building costing 
nearly $1 million has been built to the 
Fund’s_ specifications on Peachtree 
Road, across from Lenox Square, a new 
suburban development 10 miles from 
the downtown area. The structure, 
headquarters of the southern depart- 
ment, occupies a seven-acre tract, 
where many existing trees were saved 
and additional landscaping provided to 
give a park-like setting. There are ap- 
proximately 63,000 square feet gross 
in the structure and the entire build- 
ing will be occupied by the Fund. 
There are parking facilities for 264 
cars. The staff of 325 plans to move in 
about Oct. 16. 

In San Diego, a major portion of a 
new two-story, brick building at 3250 
Fifth Avenue, known as the John Rees 
Building, will house a staff of 21. The 
structure will open Sept. 18 as a branch 
office. 

In San Jose, ground breaking cere- 
monies were held Aug. 30 for a brick 
and glass building, which will house 
another branch. Vice-president Stuart 
D. Menist was among those officiating. 
The new structure, between First and 
Fourth Streets on Rosemary, is in a 
new and fast-growing development 
area. The Fund will occupy 6,400 
square feet of office area, which can 
be doubled in size for expansion pur- 
poses. The building, about 80% glass, 
is expected to be ready for occupancy 
Dec. 1. There will be 43 employes. 

Other recent California moves in- 
cluded the move into a new home in 
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Sacramento, at 2401 J Street, and en- 
largement of the Fresno office at 826 
North Fulton Street. Both became full- 
fledged branch offices. Last year, the 
New York City office, headquarters of 
the eastern department, opened in a 
new location—on five floors of the 
new 32-story office building at 110 
William Street, in the heart of the in- 
surance center. 


George A. Boyd, executive vice- 
president of America Fore Loyalty, 
has been elected a director of Nation- 
al-Ben Franklin. 
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Sims American Cas. 
Manager In Oklahoma 


Harold W. Sims has been named 
manager of American Casualty’s Okla- 
homa City branch, replacing A. E. 
Brookes, who has retired. Mr. Sims had 
been production manager at Atlanta. 
He has served in underwriting and 
production capacities in both Louisiana 
and Georgia. He is a CPCU. 

1752 Club of Ohio at a recent meet- 
ing in Columbus outlined final ar- 


rangements for its fall clinics. 
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Your Authorized SHAT-R-PROOF 
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(CONTINUED FROM PAGE 20) 
correspondence with fewer companies. 
You might have a few less but I 
would say a mighty few less because 
you are not reducing the item count. 

The meat of the whole thing cen- 
ters on the problem of product, mar- 
ket and capacity. If a reduction in 
companies removes from your market- 
ing shelves policies, coverages or ca- 
pacity and you leave empty spaces on 
the shelves, then your reduction in 
company representation was not in the 
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better change your records. 


| As specialists in casualty insurance, all of our home office 
facilities are now ready to serve you more efficiently than ever, 
from new, greatly enlarged quarters. Why not call us soon... 
for the same competent and courteous underwriting and claims 
service which you have always enjoyed .. . but right now... 
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best interest of your customers. 

If you are unable to handle a line 
because of capacity requiring you to 
“buy” insurance for your policyholder 
then reducing companies was not wise. 
A broker cannot have the influence 
with a company that an agent has, 
particularly in the event of a contro- 
versial claim. 

To sum it up, I eliminate companies 
which have nothing specifically to of- 
fer and those which are hard to get 
along with in claims and underwriting. 


The Consolidated Companies are now located in the 
STRONGIN BUILDING, 345 Adams Street, Brooklyn 1, N.Y. 


Agents Debate Pros, Cons Of Representing Fewer Companies 


I will be just as quick to take on new 
company representation when by doing 
so I will be putting better products 
on my shelves, thereby carrying out 
my independent agent status of being 
able to place my customers’ insurance 
with the companies best able to do 
the job and provide completeness of 
coverage. 


Donald C. Brain of W. B. Johnson 
& Co., Kansas City, writes: While I 
cannot give you any factual informa- 
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tion on this subject, there has been a 
lot of lip service given to the principle. 
However, I have some grave reserva- 
tions as to the value of reducing com- 
panies beyond the number necessary 
to contain a representative sampling 
of the market. In spite of all the pro- 
testations and speeches that are being 
given by some of the leaders in the 
industry about the fact that they want 
their agents to be salesmen, there is a 
fundamental discrepancy between the 
actual function of an agent in an effort 
to represent the purchaser of insur- 
ance and place his coverage with the 
company best suited to carry his cov- 
erage and offering the coverage that 
meets his peculiar requirements, with 
the often repeated statement that what 
we want are salesmen who will sell 
our product. I sometimes wonder that 
you people don’t get into this particu- 
lar area of discussion a little stronger. 


% a * 

Another agent wrote: Offhand I do 
not know of any agency which has kept 
a record of office savings as the re- 
sult of its reduction in the number of 
companies. This is a most interesting 
question, and I would like to know the 
answer. 


% * * 

Allen R. Elliott of Thompson & Peck, 
New Haven, replied: Reducing the 
number of companies an agency rep- 
resents is a matter our agency feels 
an agent must approach with extreme 
caution. In the final analysis I guess 
you would place us on the opposite 
side of the fence. 

This particular philosophy, in my 
own mind, is one that is being solidly 
preached by the giant companies pri- 
marily to increase their own writ- 
ings and obtain a better degree of con- 
trol over their agency plants. As an 
independent agent, however, I cannot 
feel that this is in my own best in- 
terests or in the best interests of our 
agency. Though the reasons have 
changed for representing a large num- 
ber of companies, and undoubtedly 
there is not as much need to repre- 
sent as large a number of companies, 
I do feel that an agent must keep open 
to himself as many direct sources as 
he can physically handle in order to 
live up to his name and reputation 
as an independent agent. The number 
of companies he represents should be 
limited by his volume and _ personal 
capacity to absorb the various tasks 
being taken daily by the major groups. 
Without these sources being directly 
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La available to him, he is not living up broker a large volume of student med- 
le, to his reputation or potential ability ical business.) _ 
ra- as an independent agent, which he Package policies have spurred the 
m- so proudly preaches. trend to fewer companies and will 
ry I am in favor of keeping a relatively continue to do so. Also, I think that 
ing large number of companies in an when an agency has a large multiple 
rO= agency rather than reducing them line company, it is less likely to need 
ing substantially. the facilities of certain of the specialty 
he i ” - companies. Fewer companies certainly 
ant One agent wrote: I know of some make it a great deal easier to account 
sa agents who have reduced the number for premiums and to pay companies, 
the of companies. But I don’t know any and simplify the internal workings of 
ort who kept track of the savings. As a an insurance office, 
ir- matter of fact, before our consolida- —_ 
he tion several years ago I reduced the Sees Long Future For Big I 
audit number of eed ys apg and even C. Ray Ward of Sparta, Tenn., who 
lat though I did not keep a record - f my has just completed construction of his 
ith actual savings, out Paper work Was new office building, had the Big I 
lat considerab y er ified. In our Perse emblem done in terazzo tile, and set 
ell solidation we, Of course, use a ine in two solid inches of concrete in front 
iat accounting and = present aw ave of his office door. This, he says, 
‘u- ~ bg eo Noman t a 7 ak t ve a guarantees the emblem for at least 
er. in the ee Sages ee Oe ee =e oe years, barring bombs or little boys 

determine which of these companies , P 

: with dynamite. 

will be dropped. However, as far as Cc ‘ h ut-colesed 
do savings are concerned there will not onstruction of the multi-co — 
pt be any since the cost of machine ac- emblem took three day om each eee 
e- counting is on a per item basis and of the tile had to be put in individually 
ot he mumber of companies is not con- nd Saat, Of She colors Mt edo 
n ‘ ‘ : , 
~ sidered at all in the cost of this service. the logo. Mr. Ward is past president 

* Bs oo 
Roy H. MacBean of Cranford, N.J., of Rens 6h TRRNEEE 

replied: -e ; 
k While we haven’t kept track of of- Kemper Elects Four Directors 
he fice savings (this would probably be a Kemper group has elected Arthur 
D- difficult thing to evaluate), we do =. Summerfield a director of American 
1s know that beginning about 1950 we Motorists, a position he held before 
re started to eliminate companies that being named Postmaster General in 
ua did not have a representative volume 1952. Lumbermens Mutual Casualty 
te with us or that we felt we could very has elected Allen A. Rowan-Legg, 

easily get along without. president Superior Propane, Toronto, 
y to the eastern advisory board, and 
y 20 Down To Nine Robert F. Smith, president Indiana 
i We were at that time doing business General, and Hampton E. Tonk, presi- 
t- with 20 companies on a volume of dent Tonk Manufacturing Co., to the 
“tl approximately $300,000. Last year the Manufacturers advisory board. 
n volume was $756,000, and one com- wai 
ot pany, Travelers, received $530,000. | New Boston Office 
* During the past year, only five other Mutual of Omaha has opened field 
ir companies individually received as service facilities for eastern Mass- 
e much as $10,000 of premiums. The achusetts at Boston. R. D. Coughlin, 
“1 company second to Travelers received regional benefits director for several WT an : 
y — o Fig number rp gee we eastern states, has been named to LX 
a were doing business with on an agency manage the new office, which will be 1 
;, basis was down to nine. (We also independent of sales operations. Y FIRST with the most complete ; 
; COMMERCIAL PACKAGE PROGRAM in the 
S . . 
0 industry, Laundries and Dry Cleaners... 
n . 
r LIQUOR LIABILITY PREMIUMS Retail Stores... Motels... Apartments... 
e . 7 . 
1 Office Buildings. ..and more to follow soon. 
S 
y K Excellent mercantile Fire Facilities including capacity and 
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Gives Prescription For Future Growth Of Small Company 


(CONTINUED FROM PAGE 16) 
and leave it up to the agents to sell 
the public. This is no longer true. The 
big companies are talking directly to 
the public on a national basis. Their 
advantage over the small ones in this 
area is that with their enormous an- 
nual premiums the cost of the stepped- 
up advertising programs tend to get 
lost in their expense ratios. How much 
good these programs do is still a mat- 
ter of great question. But it is ob- 


Surveys 
that reduce 
exposures 
..-and raise 


commissions 





vious that no small company will be 
able to afford to use the national ad- 
vertising media. 

In mechanization and automation 
the big company can afford the super- 
installation that a small company can- 
not justify. 

Any company which intends to op- 
erate in the mass market of personal 
lines has to have a multiple line op- 
eration. Larger companies already have 
this in most cases. Many of the smaller 


In surveying boiler and machinery insurance programs of agents’ prospects, 
Hartford Steam Boiler specialists frequently find serious gaps . 
inadequately covered or omitted, protection missing for certain specific ex- 
posures. Thus HSB surveys serve clients by providing them with many of the 
facts essential for choosing coverages suited to their needs. 

More often than not the client recognizes that increased coverages are re- 
quired to bring his program in line with his insurance objectives. That means 


increased commission income for you. 


As the recognized leader in the highly technical engineering insurance field, 
Hartford Steam Boiler is uniquely qualified to serve the best interests of you 
and your clients. HSB field inspectors, special agents, underwriters and claims 
experts are thoroughly trained and highly skilled in the protection of power 
equipment. Since 1866, this specialized insurance service has been Hartford 


Steam Boiler’s only business. 


You'll profit by using the technical help of the man from HSB .. . and so will 
your clients. Let him show you how you can increase your earnings through 


HSB’s risk analysis surveys. 


companies do not. Advantages of mul- 
tiple line operation are obvious, but 
they do not necessarily accrue from 
size. It is true, as Mutual of Hartford 
has learned, that the small company 
without a multiple line operation is 
at a disadvantage. 

A company writing many millions 
of dollars of business can almost be 
its own rating bureau if it wishes to. 
With proper statistical analysis, it can 
use its own results to formulate new 





. . equipment 
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plans and new approaches to help it 
in the dog-eat-dog competition cf to- 
day and tomorrow. A small company 
must use the averages available or bet 
on the unreliable statistics which come 
from its smaller and narrower volume 
of business. 

A very small company cannot jus- 
tify additional staff research where a 
large one obviously can. The implica- 
tion, of course, is that the management 
of the small company itself must do 
the necessary research and come up 
with the new ideas from which the 
business of the future will eventuate. 
But most small organizations are un- 
derstaffed at the top already. The usu- 
al result is that the staff work is not 
done and developments for the future 
are a mixture of improvisation and re- 
actions to the development of others. 
Or, in some cases, of course, no changes 
are made or planned and this, in the 
face of the rapid development of the 
business, is almost a sure guarantee 
of eventual dissolution. 


Salary Makes Difference 


Obtaining the kind of hard work- 
ing, imaginative person needed to run 
any insurer in the competition of today 
becomes easier the more money it is 
able to offer. It is equally obvious that 
the large company is better able to 
offer large sums than the small one. 
In a company doing a large business, 
the personnel cost as a percent of 
volume would be lower, and total sal- 
aries and benefits of the top execu- 
tives would be a smaller percentage 
of total salaries than in a small in- 
surer. For all employes, management 
or not, the larger companies probably 
can offer greater job security (al- 
though this has not been borne out by 
developments in some companies in 
Connecticut) and provide broader 
fringe benefits because they are op- 
erating with a larger group. 

All of these advantages are impor- 
tant in some degree. But Mr. Alsop 
hastened to point out that in the mat- 
ter of automation a small company 
has access to less costly machinery 
which can do its job reasonably well. 
In advertising and promotion, an 
equivalent program can be carried on 
in local media. Alternatives are avail- 
able where other disadvantages 
exist for the small company. Also, the 
small organization has certain advan- 
tages. 

A small organization can act quickly, 
if it has courage, equanimity in the 
face of odds, agility, aggressiveness in 
seeking out a target, and accuracy in 
hitting it. 

Offers Close Connection 


The small company has something 
to offer which is effective in recruiting 
personnel as it expands. This is the 
relatively close connection between 
the man on the firing line, in the un- 
derwriting department, accounting, or 
out in the field, and the top manage- 
ment of the company. This close con- 
nection of all levels inevitably results 
in a more personal relationship and 
generates a better morale. If the com- 
pany is small but growing (and this 
latter is an important requirement), 
to many good men and women it will 
appeal as a better vehicle for indi- 
vidual achievement than the large 
company where there are 50 ladder 
rungs to the top. They will also feel 
that the small company gives them 
a better possibility for rapid individual 
recognition on the basis of excellence 
and a better opportunity to get expe- 
rience in all aspects of company op- 
erations than would be available in 
one of the giants where the individual 
departmental employe has little chance 
of understanding much beyond the 
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p it 
to- range of the departmental effort. which have not grown as rapidly as have a substantial surplus to fall back forms of life. Fire and casualty at 
any The small company can provide the his, the percentage would be much upon. Also, a company which is op- least must be offered. A single line 
bet personal touch. Most people, agents or higher. erating in a concentrated area should company can become multiple line, or 
rains. members of the public (and agents, These advantages are perhaps less have a larger ratio of surplus to vol- get the benefit of multiple line opera- 
ume after all, are members of the public) numerous and less specific than the ume than is needed in a business tion in many ways: 
: like to be treated as individuals, to advantages which accrue from size. that does not have the hazards of con- By setting up its own operation in 
Jus- feel that they are dealing, not with But they offer great benefits to the centration. the new field, by purchase of any oth- 
re a some large impersonal juggernaut who company which wishes to use them to Should Offer Full Line er company, by merger, or by asso- 
ica~ will think of them as a unit in a mass the full and constitute an adequate ciation. None of them is easy. All of 
nent of 10 million units, but as a friendly counterweight. If the small company wants to op- them mean blood, toil, tears, sweat and 
E do organization that will know and un- wr, Alsop predicted that in the face ¢rate in the mass market, he said, it pressure. But necessity demands ac- 
up derstand their individual problems of current developments there are Should move as rapidly as possible to tion. It is a frustrating experience to 
the and be their friend. Obviously, it can- going to be fewer independent units offer a full line of business for the see the new business come in one door 
pes, not be said that all large companies than presently exist. Most of the big individual property owner, including while the old business goes out the 
aa are impersonal monsters nor can it be insurers and some of the little ones fire, liability, probably A&S, and some other. It is becoming increasingly dif- 
nal said that all smail companies are warm are going to get bigger by merger, 
t institutions with a heart. But it is purchase, and consolidation. Some of 
i; easier for the small company to be an the big ones and perhaps many of the 
fe institution with a heart. really small ones are either going to 
ages Knows Half Of Agents disappear in merger or liquidation or 
they are going to lose their independ- 
the Mr. Alsop’s company had 500 agents, once 
the and though he has been out of direct aut 
ntee contact with the field for a number How To Survive 
of years he still personally knows half He suggested several requirements 
of them. In many smaller companies ¢,. continued independent survival. 
rk- Mechanization calls for a large num- 
run Kastner Is Named By ps of units in oo to — itself 
; . . and mechanization has a great part in 
~ Public Service Mutual the future of the insurance business. 
hat Public Service Mutual has named Jn addition, it is essential that produc- 
te Charles R. Kastner special represen- ing personnel spend their maximum 
ne. tative for the downtown Manhattan time in talking with and giving service 
ess, territory. to agencies, and in doing other pro- 
of Before joining the company, Mr. ductive work and not in cars and 
:el- Kastner had been for 10 years with planes flying or traveling between 
ia Hartford Accident in New York. Earl- stops. 
age ier, he had been for four years in the jt js perfectly possible to establish 
i. Philadelphia home office of Manufac- a preeminent position in a market by 
ent turers Casualty. Mr. Kastner entered operating on a concentrated basis and 
bly the business in 1938 with New York Without trying for national recognition, 
al- Compensation Insurance Rating Bu- he pointed out. Concentration in an 
by reau. area produces a catastrophe hazard, 
in bs a r particularly from hurricanes, but this 
Jer Revise Church Cover Guide can and must be cured by proper re- 
)p- A revised Guide to Property & Cas- insurance facilities. 
ualty Insurance on Churches has been Another form of ete ger bee , si . ‘ 
or- ublished by Insurance Information is necessary is concentration of effort Sh d t il h 
op Institute. The guide describes church along certain specific lines with es- ipping accl en S Wi appen ee 
at- risks that may be insured and lists tablished goals and objectives in mind. 
ny types of protection, including the pub- No matter how hard it tries, the small 
Ty lic and institutional property form company is not going to survive unless ] 
il. and another form to be available in it establishes certain goals and con- 
an the near future. The new form is a centrates its attention on them. Any 
on single endorsement, combining ex- small organization which in the midst s 
il- tended coverage perils and vandalism of the battle climbs on its horse and _— 
eS and malicious mischief with many takes off in all directions at once is 
he other risks of physical loss, limited to bound to wind up nowhere. : Z F 
n- buildings only. Rates Gelae D A truck topples, a freight car is derailed, 
Since churches are particularly vul- Se ee , P 
ly, nerable to fire damage because of Rates on some classes have been re- a ship grounds—and a cargo is lost. Human 
he their large open construction and to duced below profitable levels, he said. . : 
in claims from accidents, which happen They may be reduced further. Add to Crror may be excusable in an accident but there 
in frequently in places of public assembly the potential dangers of an inadequate is no excuse for insurance that fails to protect. 
the booklet devotes a section to sug- rate schedule the financial problems 
gestions for fire and accident preven- created, for instance, by diversifica- Cargo insurance calls for professional skill 
tion. tion of lines (which means hiring ad- 
1g Copies of the booklet are available ditional personnel without any busi- and wide experience. You are sure of both 
1g from III, 60 John Street, New York 38, ness to support them), and it is quite 
1e N.Y. obvious that the small company should when you depend upon the MARINE OFFICE OF 
“<3 AMERICA—an expert in this field for decades. 
or 
l= 
Ss 
: Four years before the ANNEXATION OF TEXAS Aviation Insurance through Associated Aviation Underwriters. 
l- 
is On March 1, 1845, President Tyler brought about the annexa- Py *% 
“ tion of Texas to the United States by a joint resolution of a 2 MARINE OFFICE__ 
bs Congress. = =. 
G 
e Four years earlier, in Camden, New Jersey, a group of CR GR OF AMERICA 
; business and civic leaders had met and formed The Camden TS ee SORE, EY YORK SR, OV. 
n Fire Insurance Association. Today, 120 years later. The member companies: 
1 Camden has attained an enviable reputation in the insurance THE AMERICAN INSURANCE COMPANY » THE CONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX INSURANCE COMPANY 
e x ° i A ‘ FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY © GLENS FALLS INSURANCE COMPANY 
a field by simple application of the Golden Rule . . . by guarding THE HANOVER INSURANCE COMPANY » NIAGARA FIRE INSURANCE COMPANY 
. with care the funds entrusted to it and by serving the public a 
n - 5 cinta a att : J — offices — 
1 through conscientious and qualified independent agents. NEW YORK © CHICAGO © NEW ORLEANS © SAN FRANCISCO * HOUSTON + TORONTO 
e Sfp, 5 de Atlanta * Baltimore * Boston * Cleveland »* Corpus Christi * Dallas * Detroit * Indianapolis * Jacksonville 
( € CINCLETL Fir iNsuRANCE ASSOCIATION Los Angeles * Louisville * Montreal * NewHaven + Philadelphia + Pittsburgh * Portland © Raleigh * Richmond 
CAMDEN 1, NEW JERSEY St.Louis * Seattle © Stockton * Summif © Syracuse 
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ficult to fly on one wing. 
However, a good case can be made 
for the prospects of a company which 
chooses to specialize in one type of 
business and to become a recognized 
authority and insurer. The history of 
the business is full of companies set 
up to fill a specific need. They have 
prospered in doing so. They have be- 
come the recognized market for a spe- 
cial kind of business. By their know- 
ledge and ability they have been able 
to hang onto it. They probably will be 
able to continue to do so if their busi- 
ness is good. However, the chances are 
they will get some pretty tempting of- 
fers to become part of larger combi- 


STEER! 
nations. The expert and_ specialist 


Head straight for Pawtucket Mutual! caieny shia commaatanins in oui. 


Then you'll provide your customers with strength and service writing business in one or more com- 
— and save them hard cash. too! plicated and limited fields will no 
; doubt be able to continue to survive 
if properly financed and managed. 
Public Deciding Factor 

If offers substantial savings on all fire and allied lines, home- As time goes on in the insurance 
owners forms 1 through 5, inland marine and automobile business, it becomes clearer and clearer 
physical damage. that the public in the last analysis is 


: si aaa Te the deciding factor, he said. It will not 
It furnishes large line facilities through membership in New “os pe agen cae semana. Sates ae 
England Mutual Fire Underwriters Association and Mutual 


, small, to continue functioning unless 
Inland Marine Underwriters of New England. it is willing to provide a thoroughly 


HERE'S 
A GOOD 





Pawtucket Mutual is one of New England’s oldest and strong- 
est companies. 


: : . competitive product at a thoroughly 
ers. 

It settles claims pronto through independent adjusters - ition atten. Sis en tc ae so 

Pawtucket also looks after your interests. Liberal commissions basis which provides a_ thoroughly 

— promptly paid! — make saving money for your customers competitive set-up for its selling forces 


worthwhile for you. so that they will be encouraged by 


; ; this means also to push the company’s 
Want to round up more business at a heftier rate of profit? product. To be competitive the product 


Join the other independent agents who prefer Pawtucket must be favorably priced, it must be 
Mutual. Write today for full details. broad in coverage. The company’s 
service, both before and after a loss, 


must be excellent. 
PAWTUCKET MUTUAL Today, he said, nothing sells itself. 


In the past it has been more true of 
INSURANCE COMPANY insurance than most products that it 
25 MAPLE STREET, PAWTUCKET, R. I. was bought rather than sold. But the 


company that relies on this theory in 
the future will not survive. It is per- 
fectly possible for a small company in 
a concentrated area to do a proper 


Founded 1848 .. . savings since 1849 
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coverages. 
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merchandising, advertising and pro- 
motion job, in terms of the local area, 
and probably a better one than can 
be done by the large company that is 
operating country-wide. 

Management in the small company, 
as in the large, is going to have to 
concentrate, in this era of higher per- 
missible loss ratios, on finding ways 
and means to do more things for less 
money. Mechanization is a part of this, 
as is a constant restudy of methods of 
operation. Systems in the departments 
of insurers tend to build up through 
the years and, as they build up, they 
become more ramified. Constant re- 
study is necessary to eliminate activ- 
ities thought to be essential 10 years 
ago but which today can be eliminated. 

Lack of pure size will not prevent a 
company from meeting any one of these 
requirements, Mr. Alsop declared. For 
the company willing and able to meet 
their requirements, the future is bright. 
Insurance today, as always, is very 
much a local business. It requires ade- 
quate capital, but it does not require 
enormous concentrations of capital 
which, for instance, are necessary to 
compete in the automobile business or 
in the making of steel. 

The way things are going, all com- 
panies will not survive, he said. This 
is a period of merger and consolidation 
which may last for quite a while. But 
the market for the product is growing 
and will soon grow even faster. The 
small company can keep and perhaps 
increase the scope of its place in the 
sun. 


N. Y. Insurance Society 


School In Special Courses 


The school of Insurance Society of 
New York will conduct a course on 
medico-legal jurisprudence, empha- 
sizing the preparation and trial of 
cases involving BI claims. The school 
will also present a new mathematics 
course for actuarial students, in co- 
operation with Casualty Actuarial 
Society. Both courses begin Sept. 20 
and will be held Wednesday even- 
ings. The actuarial sessions will be di- 
vided into fall and spring semesters. 

The medico-legal instructor is Cor- 
ydon T. Finn of the New York law 
firm of Finn & Rebecchi. Howard E. 
Wahlert, professor of mathematics at 
New York University, is instructor of 
the actuarial course. 


Craig To N.Y. Board 


New York Board has appointed 
Harold A. Craig Jr. assistant general 
adjuster of the committee on losses 
and adjustments. He will assist John 
J. McGovern, general adjuster and 
assistant secretary, in the supervision 
of committee losses in the five bor- 
oughs of New York. 

Mr. Craig has been an adjuster and 
claims executive with U.S.F.&G., 
Home, and National Union. 


Joins Govt. Employees 


Government Employees has named 
J. Gardner Lawlor assistant vice- 
president in charge of investments. He 
was one of the founders of American 
Mercury, became its president and 
chairman, and remained as a director 
until 1958. Most recently he has been 
Washington representative of Eastman 
Dillon, Union Securities. 

The Abilene regional office of Gener- 
al Adjustment Bureau has been moved 
to 141 Mulberry Street. J. V. Winn is 
regional manager, and F. L. Willshire 
Jr. is manager of the local branch of- 
fice at the same address 
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Tells What Agency System Must Do If It Is Going To Survive 


(CONTINUED FROM PAGE 10) 
partments of the several states, he 
said, rather than domination of the 
daily activities of the business under 
laws which were never intended to 
produce this stultifying result. 


Gerber’s Views 


It is interesting to note that no less 
a person that Joseph Gerber, director 
of the Illinois department, has warned 
that competitive filings must prevail 
in fire and casualty or federal inter- 
vention will result. At the same time, 
he expressed concern over the ade- 
quacy of some deviated rates, and 
stated that the absence of a suitable 
test mace it necessary to accept the 
judgment of the filer in these cases. 
This admission is somewhat puzzling 
in view of the fact that Mr. Gerber 
was chairman of the committee of 
National Assn. of Insurance Commis- 
sioners which flatly recommended re- 
tention of prior approval laws. The 
practical effect of these laws is to put 
the responsibility for judging the ade- 
quacy or inadequacy of rates upon 
the regulator rather than the filer. 

There is, Mr. Smith declared, no 
reason to believe that state regulatory 
bodies are so much better qualified to 
forecast the adequacy or inadequacy 
of rates as to warrant their assump- 
tion of full responsibility for approv- 
ing them prior to putting them to the 
test of actual use. Mr. Gerber put 
his finger on the difficulty when he 
pointed to the absence of a suitable 
test. New policies, new rating plans, 
and innovations of all sorts seldom, if 
ever, have sufficient historical back- 
ground against which one could apply 
a test which would provide a conclu- 
sive answer. Mr. Smith said it is 
necessary to rely on the judgment of 
underwriters and actuaries whose 
years of training and experience give 
them a special skill in judging the 
probable results of unproved factors. 
This is the insurance business. 


Regulator’s Judgment 


Thus, he added, the judgment of a 
regulator often without previous in- 
surance experience, is no better than 
the judgment of the filer’s experienced 
underwriters, and probably not as 
good. However, he conceded that the 
regulators may be better equipped to 
make an impartial judgment of the 
results produced by policy forms and 
rating plans after they have been put 


Allstate Makes Number Of 


Regional Office Changes 


Robert B. Sheppard has been named 
manager of Allstate’s regional office in 
Charlotte, N. C. He fills the vacancy 
left by the promotion of A. M. Eisen- 
bart to the home office sales depart- 
ment in Skokie, Ill. Mr. Sheppard join- 
ed Allstate in 1953 as an agent in Men- 
lo Park, Cal., and later was district 
sales manager, sales development 
manager and regional sales manager. 

Six other executive appointments 
have also been made, including two in 
the Rochester, N. Y., regional office: 
David D. Baker regional sales supervis- 
or—commercial casualty and George 
A. Griswold, policy service division 
manager. 

Other regional office promotions in- 
clude Hugh M. Colvin, accounting di- 
vision manager, Detroit; Robert S. 
Hallock, district sales manager, Salem, 
Ore.; Harry W. Hart, policy service 
division manager, Santa Ana, Cal., and 
Charles E. Price, district sales manager, 
West Hartford, Conn. 





in use. This should be done by exam- 
ination of company experience by act- 
uaries. It is certainly true that the 
regulator would be in a better position 
to pass judgment on the basis of fact 
rather than conjecture. 

He emphatically urged agents to 
think hard before joining the advo- 
cates of more rigid regulation, aboli- 
tion of deviations, paramount bureau 
rates, compulsory bureau membership, 
routine public rate hearings, prior ap- 
proval of rates, and other devices that 
hamstring competition and dominate 
the insurance scene. 

The effect of such measures would 
not be in the public interest. He said 
he does not accuse the advocates of 
these principles of deliberately acting 
against the public interest. They have 
somehow persuaded themselves that 
measures such as these would be best 
for all concerned. But Congress found 
need for competition in the insurance 
business and clearly established the 
principle of reasonable freedom for 
competition when it enacted public 
law 15 and retained the power to re- 


assert its regulatory power over the 
business in the event its dictates are 
not carried out. 


All Lines Movement 


There are perhaps 170 fire and cas- 
ualty groups with life company affili- 
ates, Mr. Smith said. This, coupled 
with the decision by the New York 
court of appeals holding that a life 
company may own a fire and casualty 
company, clearly forecasts another 
revolutionary change in the business, 
he opined. Once exposed to each 
other under the influence of this de- 
cision, natural forces will draw fire, 
casualty, marine, automobile, and life 
insurance together. This movement is 
almost inevitable, Mr. Smith said, and 
predicted that the large life companies 
will shortly enter the fire and casualty 
business, just as the fire and marine 
companies found it necessary to enter 
the casualty business in years gone by. 

This means that agents will sooner 
or later be under great pressure to add 
life insurance to their services if 
they have not already done so. Just as 
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package policies have won public ap- 
proval by simplifying the policyhold- 
er’s insurance problem, so will the 
principle of complete multiple line 
sales and service win public accept- 
ance. This additional potential is ex- 
citing and challenging, he said. It also 
presents the agent with another prob- 
lem at a time when he is already faced 
with more than he cares to contem- 
plate. 


Sales And Service 


The agency system, convinced it 
best serves the interests of the insur- 
ance buying public, has some enor- 
mous hurdles to get over if it is to 
attain the degree of harmony and 
streamlined operation required to over- 
take the direct writing and mutual or- 
ganizations. Success depends primarily 
on the agent’s determination and abil- 
ity as a conscientious business man to 
excel in the vital areas of sales and 
service. The agent’s sales activities are 
in the spotlight because the system is 
being challenged by another system 
that has proved to be a serious con- 
tender in today’s competitive atmos- 
phere. His service activities are also 
in the spotlight because that is a func- 
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tion in which he is expected to excel. 
As a group, agents are proud and 
jealous of their independent status, 
and Mr. Smith does not quarrel with 
that. This means that they are free to 
sell the products and services of the 
companies they represent or to de- 
cline to do so, as they see fit. They 
are free to choose companies. They 
‘establish their own operating methods 
according to their own ideas. They are 
free to originate new merchandising 
practices, free to advise clients on the 
value of the host of new policies, cov- 
erages and services. With such free- 
dom of choice, the public interest 
should be well served and through 
agents’ own endeavors they acquire a 
right to the customer relationship, 
called “expirations” for short. This is 
their undisputed property. This is 
their business. But as the great Brit- 


FieNATIONAL UNDERWRITER 


ish stateman, Disraeli, pointed out, 
property has its duties as well as its 
rights. 

One duty requires careful consid- 
eration. Since the independent agent 
holds undisputed possession of the 
client or customer relationship under 
the agency system, the agent also has 
full and serious responsibility for the 
production of business for agency 
stock companies. This is the crux of 
the problem. The agent’s companies 
are dependent upon him—and they 
are worried. 

They are deeply concerned over the 
future because they do not see an end 
to the shrinkage in their share of the 
total insurance market. They are frus- 
trated by the distrust of their agents 
in measures which are _ obviously 
necessary to compete in today’s mar- 
ket. They are puzzled by agents’ op- 
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position to any loosening up of rating 
laws which would enable their com- 
panies to move more rapidly in a 
swiftly changing market. They are 
worried because they do not see the 
growth in agency ranks to keep up 
with the expanding economy and to 
provide for continuity. 

What is to blame for all of this? For 
most of it, competition. The competi- 
tors of the agency system are selling 
cost, which is a real and important 
consideration to the insurance buying 
public. The agency system offers its 
clients and _ prospective customers 
quality and service—at a_ slightly 
higher cost. Mr. Smith wonders if it 
isn’t time agents and their companies 
quit deluding themselves into believ- 
ing that they have a monopoly on 
quality and service and that for this 
reason alone consumers will prefer the 
agency system. There is no such mon- 
opoly. Quality and service are essen- 
tial in the business. But today’s con- 
sumer considers price equally with 
quality and service. 

How can the agency system avoid 
sacrificing quality and service in or- 
der to reduce prices? 

Must Reduce Expense 


The answer, he said, is obvious: 
Companies and agents alike must re- 
duce the expenses of record keeping, 
billing, accounting, administration, 
and countless other housekeeping 
functions. 

Automation and the marvels of elec- 
tronic data processing are at once 
available, he said. But due to the old 
fears of change, this remarkable cost 
cutting potential has remained virtu- 
ally untapped by independent agents 
and companies. Some progress, how- 
ever, has been made. The handling of 
the vast mountains of statistics, cal- 
culations and figures attendant on 
company operations now is being ac- 
complished by a number of companies 
with electronic data processing. As a 
result, there has been a considerable 
increase in efficiency, and an appreci- 
able decline in operating expense. But, 
at the same time, many agents con- 
tinue to spend valuable hours in their 
offices laboring over a host of burden- 
some details which should be more 
economically handled by the process- 
ing systems maintained and operated 
by their companies. 

Companies and agents must agree 
to eliminate as much as possible the 
present duplication of effort, Mr. 
Smith believes. Direct billing and 
continuous policies offer great possi- 
bilities and they have already been 
accepted by many agents. It was re- 
ported at the NAIA convention last 
September in Atlantic City that 50% 
of members write continuous policies, 
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while 40% 
billing. 
These possibilities should be ex- 
amined in an atmosphere of mutual 
trust. Companies are seeking other 
answers to the problem. His own com- 
pany has a team working on the re- 
lationship of many of problems to 
electronic data processing. The team 
consists of experts in agency matters, 
applied electronics, and underwriting. 
The agency the company purchased 
makes an ideal testing ground for the 
projects assigned to the research team. 


have made use of direct 


Study Agency Function 


North America currently is en- 
gaged in detailed study of every func- 
tion of the agency. This is the first 
time it has been able to examine the 
entire agency function from order 
blank to profit and loss statement, and 
it is reviewing this material in con- 
junction with its own processing prac- 
tices to find areas where they may be 
integrated profitably for agent and 
company. 

The company also is installing an 
automated accounting system, and the 
project is being observed in detail so 
that every phase of the transition may 
be documented for use by agents. 
Additionally, members of the process- 
ing management staff are being ex- 
posed to the practical operation of the 
agency so as to acquire a more sym- 
pathetic understanding of the agency 
function. 

He said the company has had mag- 
nificent cooperation from its agents in 
such matters in the past. However, 
some areas of experimentation in- 
volve risks and costs which it could 
not reasonably ask agents to share. 

He commented also on the com- 
pany’s direct assistance for the growth 
and expansion of the agency system. 


Agency System Falls Behind 


The agency system has not main- 
tained a rate of growth commensurate 
with the rapid and steady rise in our 
national population, Mr. Smith de- 
clared. In 1950, for example, there 
were approximately 100,000 independ- 
ent agents serving the needs of more 
than 150 million persons. In 1960, the 
census revealed an increase of 30 mil- 
lion people while the agency sys- 
tem remained relatively constant. By 
1970, the population is expected to in- 
crease by an additional 33 million. If 
the agency system fails to maintain a 
rate of growth in its sales and service 
function proportionate to the national 
growth, it will create a vacuum which 
will be quickly filled by competitors. 

There are, of course, valid reasons 
for the failure of the agency system 
to attract and hold the aggressive, 
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young and intelligent men so desper- 
ately needed. The problem of training 
and financing especially are insur- 
mountable to many of smaller agen- 
cies and even difficult for many larg- 
er agencies. Hence the North Amer- 
ica agency builder. 

Competitors spend huge sums of 
money to advertise their products to 
the insurance buying public. Up till 
now, their hard-sell technique has 
been effective—not because it is nec- 
essarily the correct technique, but be- 
cause it is the only technique that the 
public has seen on a day-in, day-out 
basis. However, huge sums of money 
and constant repetition are not enougt 
to win permanently an enlightened 
market to the side of any merchandi- 
ser. The public soon tires of the hard 
sell approach and begins to look for 
substantiating evidence to back the 
claims of its proponents. That is where 
the stock company-agency system has 
the edge, he declared. 


What Will Stem Tide 


New and economical coverages and 
methods of convenient payment for 
products, the popular package poli- 
cies for home and business and other 
innovations, accepted by the public, in 
demand now and in the future, will 
help stem the tide of competition. 
However, the future course of the 
business is in the hands of agents. 
They supply the force that puts com- 
pany products and services to the test 
of public acceptance. Their companies 
can fight for liberalization of the reg- 
ulatory laws and champion new sell- 
ing tools, new policies, competitive 
rates and convenience packaging. 

But unless the agents are prepared 
to take these innovations before the 
insurance buying public, the cause of 
the system will be lost. It is, therefore, 
the agents’ responsibility to build his 
agency, to step up his new business 
program, to limit his housekeeping 
functions to a bare minimum, to create 
an attractive image of the stock 
agency system in the public mind, and 
to get out and sell quality protection. 

“This is your business,” he declared. 
“Ours is to help you accomplish these 
things.” 


Medical Mutual Rates Increase 

Medical Mutual of Cleveland, com- 
panion agency of Blue Cross, plans 
to increase its rates on surgical and 
medical insurance plans before the 
end of the year, to affect contracts 
covering 500,000 persons in Cuyayoga, 
Lorain, Lake, Geauga, and Ashtabula 
counties. The hikes will range from 
15 to 75 cents a month. They will 
be the first increases since the plans 
were offered in the 1940s. Rates will 
remain the same for approximately 
600,000 others insured under later and 
broader plans that provided payments 
for certain doctors’ fees. 


Dollahan Claims Service of Evans- 
ville, Ind., has moved to new offices in 
the Reed Building, 2709 Washington, 
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Agents Like Dignity Of Co-Op Ads 


As part of its cooperative advertis- 
ing program with agents, Atlantic Mu- 
tual is running a series of seven news- 
paper ads, each 130 lines on three col- 


umns. The series, which started in 
February and will conclude in No- 
vember, is appearing in more than 90 
daily papers in the U. S. Emphasis in 
the ads is entirely on the indepen- 
dent agent. His services are described, 
and he is identified as the source of 
professional advice and the purveyor 
of sound protection who will also be on 
hand at the time of loss for further as- 
sistance when it is most needed. 
Agents may be listed in the ads for a 
nominal charge. The company reported 
that more than 1,000 agents are parti- 





cipating in the program to date. Also 
available in this campaign are seven 
mailing pieces in two colors, tying in 
with the ads. These pieces have space 
for the agent’s imprint and the Big I 
seal. Another feature is a series of tie- 
in 60 second radio commercials. These 
announcements also put the emphasis 
on the agent and his value in reliev- 
ing the insured of all worries from the 
start to the finish of the insurance 
transaction. All of the material in this 
campaign is marked by the dignity of 
its approach. This is summed up in a 
message in the ad which states that 
men of judgment buy the company’s 
insurance, and that men of integrity 
sell it. 





III Handbook Details 
Property-Casualty Data 


Insurance Information Institute has 
published Insurance Statistics—1961, a 
38 page handbook for editors, writers, 
speakers, teachers, students, research- 
ers and those in the insurance busi- 
ness. 

The booklet also has a glossary of 
insurance terms. It is available from 
III, 60 John Street, New York 38, N.Y. 


John S. Forseth has joined his fath- 
er in the Fritz A. Forseth Co. general 
agency of Aberdeen, S. D. He is a law 
graduate of the University of South Da- 
kota and a member of the South Dako- 
ta bar. He has worked in the general 
agency during vacations. An older 
brother, Fred Forseth, is also associ- 
ated with the general agency as office 
manager. He has been with the organ- 
ization for five years. 


McCabe Heads L.A. Office Of 


Intl. Aviation Underwriters 


Richard W. McCabe has been ap- 
pointed Los Angeles manager of Inter- 
national Aviation Underwriters. He 
will be responsible for southern Cali- 
fornia, Arizona, and southern Nevada. 
Mr. McCabe has been with the San 
Francisco office of U. S. Aviation Un- 
derwriters as an underwriter for three 
years. Previously he held a comparable 
position with Royal-Globe group in 
San Francisco. He replaces P. G. Spex- 
arth who recently was elected IAU 
vice-president at the home office. 


Rathje To Mo. Field 


Donald Rathje has been appointed 
special agent of Crum & Foster in 
Missouri with headquarters at Kansas 
City where he will be associated with 
Norman F. Strayer, district manager. 

Mr. Rathje took the insurance 
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course at the University of Nebraska 
and was a part-time agent while at- 
tending school. He joined Crum & 
Foster after graduation and has com- 
pleted the company’s training program. 


No. America Expands In L.A. 

North America has broken ground 
at Los Angeles to expand the facili- 
ties there. The program calls for ad- 
dition of three full floors to the present 
service office, a roof enclosure and 
larger parking area. Office space will 
be increased 75%, and room will be 
available for 85 cars. 


Have you 
Chased Any 


FIRE WAGONS 
Recently? 


What a question! Of course not. But 
when your policy-holders are involved, 
maybe it’s a good habit to develop. 
Luckily, there’s no need to break your 
neck getting to the fire. In fact, the 
best time for you to arrive ‘s when the 
fire-fighters are departing. You can be 
the first to bring some good news to 
your stricken policy-holder. 





The good news is professional odor re- 
moval by Airkem SOS — the one sure 
way of “doing something immediately” 
for the policy-holder. Repairs, rebuild- 
ing, salvage, usually take days, some- 
times weeks. But, Airkem SOS can be 
on the scene as soon as the fire has been 
put out. You can gladden Mrs. Home- 
owner’s heart with the good word that 
every whiff of that sickening smoke 
odor will be gone overnight. You can 
bring the sparkle back to Mr. Store- 
owner’s eye by explaining that he won’t 
have to have a fire sale—his zoods. will 
be like new in a matter of hours—he 
will be back in business tomorrow. 


You’ve made a friend for life. You’ve 
demonstrated what service cam really 
mean to your policy-holder. You’ve 
pitched in with valuable help im a time 
of urgency and confusion. 

So chase fire wagons. Make sure that 
Airkem SOS is called in on every loss 
that’s not total. It is the kind of service 
after a loss that speaks for itself. 

P.S. Airkem SOS can help improve 
your loss ratio, too. Because it often 
saves 10 to 20% of the claim. See for 
yourself in Airkem’s new 15-minute 
color film. 


I Peter Hopkins, Airkem, Inc. Dept. NU9 Ss E 
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American Surety In 
Midwest Claim Moves 


American Surety-Pacific National 
Fire have placed in operation their new 
western regional claim department in 
Chicago, with Daniel B. O’Neil as re- 
gional claims manager. 
| Mr. O’Neil joined the companies last 
| May. He received his supervisory ex- 
|perience as claims manager for 13 
|years with Massachusetts Bonding. 
|Before that he was an adjuster with 
|General Accident. 

Richard W. Lowery and John M. 
|Lang have been appointed assistants 
|to Mr. O’Neil. Mr. Lowery, who will 
| be regional bond claim manager, has 
|been with the companies for seven 
years. Mr. Lang, who will be assistant 
regional claim manager, joined the or- 
ganization last February. He was for- 
|merly claim manager in the home of- 
fice of Northern of New York. 


Hardware Mutuals Appoints 


Bureau Operations Manager 
Hardware Mutuals has named M. 

C. Olsen bureau operations manager. 
He will divide time between the home 
|office and the New York headquar- 
ters of Mutual Bureau and Mutual 
|Insurance Advisory Assn. He assumes 
| responsibilities formerly held by An- 
|thony H. Scholz, resident bureau 
representative in New York, who has 
|been transferred to Newark in a com- 
|mercial underwriting capacity. 

| Mr. Olsen joined the group in 1934 
}as an auditor. He was later district 
manager and general underwriting 
|manager in the home office. In his 
{new position he will represent the 
|company on various committees of 
Mutual Bureau and MIAA, as well as 
on National Council on Workmen’s 
Compensation Insurance. He will con- 
|tinue as president of Wisconsin Coun- 
|cil of Safety and as chairman of Wis- 
consin Traffic Safety Conference. 
Nation Joins Underwriters National 

F. W. Nation has been appointed 

| director of agencies of Underwriters 
| National of Indianapolis. He will be 
|in charge of field forces in Indiana and 
|will work closely with field men of 
Early American Life, whose health in- 
surance business was recently bought 
| by Underwriters National. 
| Mr. Nation began his career as a 
| debit agent in 1940 in Indianapolis. 





Salem Agents Elect W. C. Dyer 

| Salem, Ore., Insurance Agents Assn. 
;elected W. C. Dyer president and M. 
|Seamster vice-president. Clarence M. 
Byrd has been reelected secretary- 
|treasurer, and Donald H. Wells a di- 
| rector. 
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United Pacific Raises 
Hodson And Graham 


John A. Hodson and Louis G. Gra- 
ham Jr., bond managers at San Fran- 
cisco and Los Angeles Wilshire, re- 
spectively, have been elected assistant 
secretaries of United Pacific. 

Mr. Hodson is a ten-year man with 
United Pacific, and was bond manager 
at Seattle for six years prior to his 
transfer to San Francisco in 1957. 

Mr. Graham was bond manager of 
the Los Angeles metropolitan office in 
1953, became assistant bond manager 
at the Wilshire branch early in 1957, 
and was made bond manager there 
later that year. 


Buckeye Union Promotes 
R. P. Maier To Manager 
Of Cincinnati Branch 


Robert P. Maier, assistant manager 
of Buckeye Union at Cincinnati, has 
been appointed manager there. He 
succeeds Charles M. Hebble who has 
been elected secretary of the casualty 
company. 

Mr. Maier has spent his entire in- 
surance career with the Buckeye 
Union companies. He started work as 
an adjuster in 1948 and two years 
later was transferred to the under- 
writing department. Since then he has 
served as an _ underwriter, special 
agent and, in recent years, assistant 
manager at Cincinnati. 


Molloy Opens Zurich's 


New Cincinnati Office 


CINCINNATI—A new branch office 
of Zurich group has been opened in 
the Gwynne building here. It is the 
first time Zurich has had a full scale 
branch in Cincinnati. Thomas P. Mol- 
loy, formerly supervising underwrit- 
er at Cleveland, is manager and R. P. 
Corrigan and K. B. Marlett are sales 
representatives. 


New Aviation Finance Company 

Pioneer Finance Co. of Detroit, has 
made arrangements to enter the gen- 
eral aviation finance field in coopera- 
tion with American Mercury of Wash- 
ington. Pioneer will offer to aircraft 
dealers a financing and _ insurance 
package to cover both new and used 
aircraft, as well as equipment, parts, 
repairs and services. 


Vern Gilbert Co., Portland, Ore., has 
purchased Cascade General Agencies of 
Oregon and facilities have been com- 
bined with Vern Gilbert Co., adding 
Balboa and St. Paul Mutual markets. 
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HeNATIONAL UNDERWRITER 


Yount Eyes Challenges To Survival Of The Insurance Industry 


(CONTINUED FROM PAGE 13) 
tion. There are some segments of the 
population which wish that this could 
be done now. Organized labor groups 
seek to socialize the WC system, first 
at the state level and, perhaps, ulti- 
mately at the federal level. 

Noting that where there is no busi- 
ness except government business 
there is no business insurance, Mr. 
Yount observed that where the indi- 
vidual accumulates nothing because he 
is the protected and secure creature 
of the state from the cradle to the 
grave he needs no insurance. 


Not Large Business 


Insurance as a business is not large 
in terms of measures of size commonly 
accepted, he said. It takes less than 
3% of the annual income, some $14 
billion. Perhaps less than 14% of 
those gainfully employed in the U.S. 
are occupied in performing its services. 
The importance of the business lies 
not in size but in the economic value 
inherent in its function—collecting 
from the many to minimize the econ- 
omic loss of the few. It lies in the re- 
placement of uncertainty with certain- 
ty through the reduction in accidents 
or diminution of economic loss to the 
individual or corporation when dis- 
aster strikes. 

The business exists by virtue of 
permissive legislation. What it can do 
and where it can do it are subject to 
charter or license. The matters im- 
portant to healthy growth and survi- 
val involve connection with the state 
and federal government. It is only the 
government that can cut back the 
franchise of the industry as a whole. 
How long will it be permitted to 
serve the public? What ingredients 
contribute to its viability? What prac- 
tices impair it?:These are matters of 
paramount importance. 


Needs Must Be Satisfied 


Mr. Yount believes survival ulti- 
mately depends upon the capacity of 
the business to satisfy public needs 
and to satisfy them so completely and 
so well that the elected representatives 
of its customers are not incessantly 
groping for other approaches. For the 
long pull the business must increase 
its usefulness in meeting public needs. 
Until the increase is real, continuing, 
and well established, and well under- 
stood by both its customers and the 
public recipients of the benefits which 
it supplies, public relations programs 
are apt to have an apologetic odor to 
outsiders. p 

The public does not consist solely 
of customers. It also consists of claim- 
ants, he said. The end product of the 


product is the welfare of the people 
for whom it provides insurance and 
insurance benefits. There are human 
as well as dollar values in the product. 
The business must perform its func- 
tion so that it commands the continued 
respect of legislators, who have the 
power to impair its functions even to 
the point of putting it out of business. 

The increase in the demand for pro- 
tection against economic loss is one of 
the phenomena of the economy as well 
as the increase in the amount of 
protection needed. The demand for in- 
creased security in almost every phase 
of living has moved inexorably for- 
ward during 30 years. 


More Wealth Per Person 


The increase in population and in 
productivity has resulted in the accu- 
mulation of more tangible personal 
wealth per person than anywhere else 
in the world. This productivity has 
been accomplished by an increase in 
the productive values of machines and 
utilization of power in manufacturing 
and distribution systems which in 
themselves produce additional needs 
for protection. The increase in values 
requiring protection, the concentra- 
tions of populations, and the changes 
in mass transportation have produced 
increasing catastrophe hazards which 
affect the insurance market. 

Industrial plant losses from fire in 
excess of $100 million and hurricane 
losses of $1 billion or more are possible. 
Air transportation may produce a 
single direct loss from passengers and 
plane 15 or 20 times as great as with 
the DC-3 of 25 years ago. 

Inferior risks present a problem. If 
the business can’t find means of in- 
suring blighted areas and small resi- 
dences, other means will be found of 
providing the protection. 

Mr. Yount also believes that the 
business cannot place itself in the po- 


W. W. Peterson Retires 
From Standard Accident 


William W. Peterson, assistant vice- 
president in charge of contract bond- 
ing for Standard Accident for 18 years, 
retired Aug. 31. 

Before joining the company in 1940 
as manager at St. Louis, Mr. Peterson 
had been a broker, In 1942 he was 
transferred to the home office con- 
tract bond department as _ assistant 
manager. The following year he was 
appointed manager and in 1951 he was 
made executive secretary in charge of 
contract bonding. He became assis- 
tant vice-president in 1955. 
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sition of depriving people of their live- 
lihood through the refusal to provide 
insurance to undesirable drivers or 
owners. This is a _ police function 
which insurance simply cannot afford 
to attempt to assume, although there 
is an obligation to help authorities 
eliminate improper drivers from the 
highways. 


Will Probably Find Means 


As to hazards which the business 
will not insure at all, if the potential 
for loss exists and the demand for 
protection against it exists, a means 
probably will be found to satisfy it. 

Does vigorous price competition 
actually take care of the needs of all 
segments of the market? Mr. Yount 
doesn’t think so. When price competi- 
tion gets too vigorous there is a ten- 
dency to cut down on coverage or to 
sell less than needed. It is entirely 
possible that where pricing is too thin 
through competitive pressure there is 
a resulting pressure on claimants. This 
has certainly been the case from time 
to time in A&S and perhaps occasion- 
ally in automobile insurance. 

This is not to dispute the role of 
competition in the economy, he said, 
but to suggest that competition can- 
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not solve all of the problems of the 
business. For example, workmen’s 
compensation insurance provides life- 
time benefits for certain types of in- 
juries at the benefit scale prevalent 
at the time of injury. A monopolistic 
state fund or the social security board 
finds no difficulty updating such ben- 
efits to prevailing price levels. But a 
group of competing private insurers 
has some difficulty in finding methods 
of financing such updating. 


Difficulty With Disabilities 


The business had some difficulty in 
taking care of disabilities such as the 
gradual emergence of occupational 
diseases which do not identify them- 
selves with any specific point in time. 
Under a state or federal monopoly 
such disabilities present no problem. 
Also, medical care for the aged poses 
a problem for which the private com- 
petitive system has not been effective 
in offering any real solution. 

The response to such problems 
must be more realistic than it has 
been in the past, he said. It has been 
the practice when encountering a pub- 
lic need which the business can’t 
easily satisfy with its existing struc- 
ture to first take the position of telling 
the public the need shouldn’t exist. 
WC benefits which do not fit easily 
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More than a quarter century of con- 
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unexcelled personalized service to 
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into rating and underwriting habits 
have been opposed as unconstitutional 
contrary to original legal intent, or 
unnecessary. The business has op- 
posed socialized medical care for the 
aged by suggesting that it should be 
handled on a welfare basis for those 
who can’t afford to buy what the 
industry has to offer. Neither of these 
views is particularly realistic under 
today’s conditions, especially as re- 
lated to the major medical problems 
of the elderly. The business could find 
means of handling most normal med- 
ical problems with the time and the 


BROADER 


HeNATIONAL UNDERWRITER 


will to do it. Competitive theory has 
not proved a total solution. 

Also, he said, the business too often 
thinks of competition solely in terms 
of financial matters. Perhaps public 
acceptance requires of competition a 
much greater degree of the coopera- 
tion to prevent loss. Much more of this 
needs to be done industry-wide rather 
than on a competitive basis. 


Legislation Is End Product 


Legislation is the end product of 
changing popular attitudes, demands 
for change, investigation and finally 
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action. It is imperative that the busi- 
ness recognize early changes in the 
temper and attitudes of the public, he 
said. 

The social outlook with respect to 
the problem of automobile injuries is 
in process of change. There is general 
recognition that the automobile is a 
dangerous instrument and that its 
owner and user should be financially 
responsible. Some form of compulsion 
has existed in the automobile field 45 
years. For 25 years interstate trucking 
has been compulsory. More recently 
there has been agitation with respect 
to the negligence system and the de- 
lays and inequities which appear to 
result. A possible compensation sys- 
tem is under study. Many fear such a 
movement as a further impetus to the 
socializing of the business. But these 
are symptoms of dissatisfaction with 
the present system. 


Volunteered For Auto 


The insurance business has insisted 
that it be the chosen instrument for 
dealing with the financial aspects of 
the automobile accidents. It volun- 
teered. The volunteering may have 
been defensive, but it has been clearly 
expressed whenever legislative dis- 
cussions wandered into the state fund 
areas. 

The social pressures in automobile 
are multiplying. The business is under 
pressure to insure literally everyone 
but freedom of contract is gradually 
being impaired through restriction of 
rights of cancellation and renewal. 
Compulsory uninsured motorist cov- 
erage gradually is forcing customers 
to pay for the irresponsible uninsured 
segments of the market which damage 
them. There are pressures for state 
agencies, including state administered 
funds for compensating for damages 
caused by irresponsible insured. 
There are pressures for state insol- 
vency funds whereby the well- 
managed and successful company will 
pay for the losses of the insolvent. 
Though these social notions run con- 
trary to deep instincts and desires, 
they must be dealt with. 


Government Dilemma 


A centralized bureau does best in 
disbursing simple formula benefits 
that require no discretionary judg- 
ment and no evaluation of anyone 
else’s judgment. Death and survival 
benefits can fall rather easily into this 
category. Medical care and disability 
benefits, from whatever cause, do not. 
This illustrates the dilemma of gov- 
ernment. 

What expert services can compet- 
itive insurers contribute? he asked. 
Claim and underwriting departments 
of fire and casualty companies are de- 
signed to handle volumes of discre- 
tionary judgments. These are instru- 
mentalities for handling things that 
can’t be reduced to clerical formulae. 
The manager has a maximum range 
of freedom. He delegates some but 
not all of it to his first layer of sub- 
ordinates. They in turn delegate some 
to the layer under them. 


Had Years Of Experience 


The business is expert at mobili- 
zing and organizing human judgment. 
It has had years of experience in ar- 
ranging things so that judgments of 
progressively greater weight and dif- 
ficulty are made by men of prog- 
ressively greater experience and cap- 
acity. This is a facility that civil se- 
vice bureaucracy finds difficulty in 
matching. There should be an enor- 
mous market for this capacity to mo- 
bilize human judgment. 


The business can recognize the 
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human values in its operations by 
greatly intensifying efforts to prevent 
and ameliorate loss. Within the in- 
dustry is a great array of accident 
prevention experts. It has done an 
outstanding job in the field of indus- 
trial accidents—and needs to expand 
this effort to all types of accidents. 
It needs to expand its works in high- 
way safety and in_ rehabilitation 
medicine. Rehabilitation technique 
should be expanded into group A&S 
and major medical. 

Mr. Yount believes the imagination 
and intelligence of the management 
organizations in insurance represent 
a capacity for leadership to meet the 
challenges to survival. It needs to be 
mobilized. He warned against becom- 
ing so enamored with merchandising 
policies and selective underwriting 
that it overlooks their impact on the 
business as a whole. Too much pre- 
occupation with management methods 
and procedures, computers and mech- 
anization, may result in even more 
inflexible procedures than in the past. 

Methods of collective industry ac- 
tion and programming need reex- 
amination, he said. 

The first choice for the business is 
to be permitted to continue what it 
has been doing. The last choice is to 
have the business taken away. 


Royal-Globe Appoints 

Royal-Globe has named Harold G. 
Holst casualty special representative 
for northern New York, with head- 
quarters at Syracuse. He has been 
with Royal-Globe since 1946. 

Earl L. Griffith, with the company 
since 1954, has been advanced from 
bond special representative at San 
Antonio to bond superintendent there. 


New WIIS Toastmasters Club 
Utah Toastmasters Club, the second 
such club within the year, has been 
organized by Western Insurance In- 
formation Service. The first unit was 
chartered at Los Angeles in 1960. 
Members of the Utah group, also 
active members of the WIIS Utah 
Speakers Bureau, met at Salt Lake 
City to elect officers. W. Dee Thomas, 
Salt Lake agent, is president; Charles 
R. Shepley, Fireman’s Fund, ad- 
ministrative vice-president; James 
Allen, Scott Wetzel Co., educational 
vice-president; Richard Anderson, 
General of Seattle, secretary; Victor 
Ash, Northwestern Mutual, treasurer. 
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EXCESS-SURPLUS 
UNDERWRITERS 


To be responsible for negotiating and place- 
ment of large industrial risks in Lloyds. Must 
be well versed in Lloyds Market, Excess 
Liability, Umbrella, Facultative and Treaty- 
Share Reinsurance, Specific Excess, Excess 
Aggregate, and Retrospective Penalty. 

Should be CPCU or equivalent. 


Salary from $8,500 to $12,000 
depending on capabilities. 


All names and affiliations 
kept confidential. 


Send full resumes to: 


JAMES E. CANTWELL 


Director of Insurance 


DRAKE PERSONNEL, INC. 
29 East Madison Bldg. 
Chicago 2, Illinois 
Financial 6-8700 
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Fire Investigation 
At Miami To Cover 
Subrogation Area 


University of Miami’s annual fire 
investigation and subrogation seminar 
will be conducted Nov. 26-Dec. 1 at 
Miami Beach with headquarters at the 
Carillon Hotel. This is the only na- 
tional program of its type to empha- 
size subrogation. Thirty speakers will 
be heard throughout the five days of 
meetings. 

Enrollments are invited from insur- 
ance personnel, investigators, adjust- 
ers, fire marshals, police officers, in- 
dustrial security personnel, attorneys 
and others associated with fire invest- 
igations and subrogation. 

All aspects of fire investigation and 
subrogation will be covered. Dr. Dan 
Steinhoff Jr., dean of adult education 
at the University of Miami, is director 
of the seminar. 


Skoglund To Manage New 


Unit Of Brown & Sons 


Erik H. Skog- 
lund has been 
named to manage 
a new engineering 
department of 
George F. Brown 
& Sons, Chicago. 
Mr. Skoglund has 
been chief fire en- 
gineer of Associa- 
ted Agencies, Chi- 
cago. 





Erik H. Skoglund 


Peek To New NAMIA Post 


Harold B- Peek, Ridgefield, N. J., 
has been appointed to the newly 
created post of membership director 
of National Assn. of Mutual Insurance 
Agents. 

Mr. Peek, who holds a master’s de- 
gree in business administration from 
George Washington University, has 
been a first lieutenant in the air force 
in which he was active in man- 
power management, personnel and fi- 
nance. 


Gains For Republic-Franklin 


Republic-Franklin of Columbus had 
net income for the first six months of 
1961 of $78,289. The directors declared 
a dividend of 10 cents per share on 
class A common stock and 50 cents 
per share on class B common payable 
Aug. 30 to stock of record Aug. 12. 

Republic-Franklin showed an _ in- 
crease of $108,654 in direct premiums 
written for the six months compared 
with the same period last year. Sur- 
plus rose to $2,053,858, an increase of 
$37,365 since Dec. 31, 1960. 

In the past six months, the loss 
ratio rose from 42.9% on Dec. 31 to 
52.1% as of June 30. 

Adjuster Has Retirement Plan 

Orange Coast Adjusters of Los 
Angeles, which is headed by Harold 
E. Hardies and James L. Pritchard, 
has set up a retirement plan for em- 
ployes that includes the secretarial 
and clerical division in the home office 
and the four branches. The company 
also provides group life insurance and 
major medical. 
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Zurich Completes Its 
Move To New Quarters 
In Chicago's Loop 


Zurich has completed its long- 
awaited move from 135 South LaSalle 
Street to 111 West Jackson Boulevard, 
Chicago. 

The offices of the Chicago branch 
are located on the 14th floor, while 
the head office occupies the 16th 
through the 20th floors of the new 
LaSalle-Jackson Building. 

The move began, department by de- 
partment, Aug. 25. The operation was 
conducted piecemeal because of delays 
in the building’s completion. As fast as 
each floor was completed, the depart- 
ments slated for that floor were moved 
in. 

Zuric't was a tenant of the Field 
Building , 135 South LaSalle Street, for 
25 year: —its largest tenant. But ex- 
pansion needs required greater area 
than tha‘. building was able to provide, 
and for several years a number of 
Zurich’s departments were housed 
outside the headquarters building. The 
move brings all departments together 
under the same roof in Chicago’s new- 
est Loop office building. 

Brown Bros. Names Bowen 

Jack Bowen has been appointed 
manager of the Santa Ana office of 
Brown Brothers Adjusters: Mr. Brown 
has been in adjusting for 11 years, for 
six years at the Long Beach office of 
Brown Brothers. 

New York University’s management 
institute is conducting for non data 
processing executives a 12 session sem- 
inar, beginning Sept. 27, on the prin- 
ciples and applications of electoronic 
data processing. 

Gov. Tawes of Maryland has ordered 
his state’s insurance department to 
evaluate for possible adoption the com- 
panies’ voluntary plan for restriction 
of auto cancellations introduced early 
this year in New York. 

John H. Hunt & Co., insurance in- 
vestigators and adjusters, Chicago, has 
moved its main office to 5771 Lincoln 
Avenue there. All phones are now 561- 
6972. 
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WANT ADS 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 


payment in advance. 
= THE NATIONAL UNDERWRITER 








WANTED 


Large Multiple Line Stock Company writing nationwide offers following 
positions: Automobile Underwriter thoroughly familiar with current pri- 
vate passenger programs for Chicago Home Office; Automobile Under- 
writing Manager at Los Angeles branch; Automobile Claims Manager 
and two Auto Adjusters, also at Los Angeles. Write A-94, National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 














EXECUTIVE 
UNDERWRITER 
Fire & Casualty Co. 


Long established fire and casualty com- 
pany operating in Md., Va., D.C. seeks 
aggressive sales minded underwriter for 
position of corporate managing director. 
Must have thorough standard and surplus 
lines experience, underwriting (non auto} 
and broker sales promotion. Should be 
C.P.C.U. with management ability for po- 
tential company president appointment. 
Send complete resume in confidence to 
A-89, National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


FIRE 
UNDERWRITING 
SUPERINTENDENT 


with EXECUTIVE POTENTIAL 


Outstanding opportunity for fire 
underwriter capable of analyzing 
& developing independent & com- 
petitive rates for manufacturing & 
mercantile type risks with a lead- 
ing progressive multiple line in- 
surance company in NYC home 
office. 





Submit details in confidence to: 





WANTED FINANCE 

INSURANCE SPECIALIST 
Must be established insurance agent or 
agency with contacts, knowledge and sell- 
ing experience of finance insurance cover- 
ages to represent leading U. S. company 
group in Illinois and Midwest area. If you 
are interested in HIGH 5 OR 6 FIGURE 
EARNINGS, telephone Th . FR 3-8664 
or write P. O. Box 4980, Miami 32, Florida. 


Box NU 1200, 125 W. 41 St., N.Y. 








INSURANCE MEN 
TRAINEES TO EXECUTIVES 
Fieldmen 
Casualty Field Man to $8,500. 
Fire Field Man to $9,000. 
Multiple Line Field Man to $10,500. 
Production man $10,000. 
l Adjusters 
| Las Vegas—Material or Casuaity 
7 ,000-$8,000 











| Fire Adjuster to $7000. 








A REAL 


OPPORTUNITY 


exists for a man with a sound knowledge of 
fire and casualty insurance who has about five 
years experience as a casualty underwriter. 

The man selected will join State Farm Fire 
and Casualty Company as an assistant under- 
writing superintendent in its Midwest Office at 
Bloomington, Ill. He should be qualified to ad- 
vance to a higher job level soon and also should 
be willing to transfer later if necessary. Good 
initial salary, with exact level determined by 
the individual's qualifications. 


B.|. and P.D. Adjuster to $7,500. 

Casualty Adjuster to $8,000. 

‘All Lines Adjuster to $8,500. 

“ Underwriters 

Fidelity and Surety Underwriter to $9,000. 
“5 Automobile Underwriter to $7,500. 


SURETY UNDERWRITER. | 


Minimum of 5 years experience required. Open- ‘ 
ing is in Home Office underwriting staff. Lo- t 
cation: Ohio. Great opportunity for a ground- 





floor association with an expanding fidelity and . 

surety operation. Write A-69, National Under- vay Ae me soe bony 

writer Co., 175 W. Jackson Blvd., Chicago 4, et Marine Underwriter $8,500. 

IMinois. Phone Jim Somers or Harold Frazier 
GODFREY PERSONNEL—HA 17-6727 





ged 220 S. State, Suite 412, Chicago, Illinois 











FIRE UNDERWRITER 


Experienced man with broad knowledge of Fire 
business, particularly in mid-west, southern and 
New England areas, for fastest growing depart- 
ment in an aggressive multiple-line company 
located in middle west. Exceptional opportunity 
for right man. Write A-74, National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Illinois. 





NEW MEXICO FIELOMAN 


New Mexico General Agency has opening for 
field experienced in Fire and Casualty. Car 
furnished. Salary and advancement commen- 
surate with ability and results accomplished. 
Contact Pacific Service Company, P. O. Box 
1718, Albuquerque, New Mexico. 














INSURANCE ACCOUNTANT 


M t opening for young, ambitious ac- 


FIRE AND CASUALTY ADMINISTRATOR 





Send detailed resume to: 


Dave Polzin, STATE FARM 
r) 1 





Midwest Office, 
State Farm I Compani 
Bloomington, III. 
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WANTED: Experienced Insurance Solicitor, One 
of Mississippi's largest Mutual Agencies is seek- 
ing a man with at least 8 years experience in 
mutual agencies or companies, experienced in 
handling all types coverage including large 
lines. Unusual company benefits. Excellent fu- 
ture. Salary open. Write A-88, National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


President, general manager of eute specialty 
compeny thirteen years, now seid. CPCU, ege 
43. Heaviest experience in sales, underwriting, 
but geed background in ail phases. Write A-44, 
National Underwriter Ce., 175 W. Jacksen Bivd., 
Chicago 4, Illinois. 


countant with experience in all phases of insur- 
ance accounting, including statements. Middle 
west location. Send resume in confidence to 
A-75, National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Illinois. 














AGENCY FOR SALE 

In Western Ohio, Local General Insurance 
Agency, approx. $150,000 annual volume—Clean 
—well established—approx. 35% auto and 65% 
other. Price—I', One Year Commissions plus 
equipment book value—Agency located in city 
of approx. 10,000—Can be partially financed. 
Write A-80, National Underwriter ., 175 W. 
Jackson Bivd., Chicago 4, Illinois. 


IDEAL LOCATION 


Corner Approx. 125 front, depth 170, rear 
200. Lots 200 ft. from P. O. on Main St. 
P. R. is next to Chicago, 25 min. on train 
from Chicago Loop. Several Insurance Of- 
fice Bldgs. in P. R. Reply to Box 298, Park 
Ridge, Illinois. 














NOSKER EMPLOYMENT AGENCY 


Insurance Specialists 34 Years 
California Positions 








Underwriting Manager — So. East 
Substantial life company seeks fire and casualty 
underwriter. Multiple lines or personal lines. 5-15 
years experience in independent or direct writing 


FIELD SUPERVISOR—SAN FRANCISCO 
Leading multiple line stock company has a 
challenging opportunity for a top, aggressive 
field supervisor with proven casualty and surety 
production ability. Will supervise staff of three 


WANTED—SPECIAL AGENT 


Leading fire and allied company has real op- 
portunity for fieldmen to supervise portion of 
Michigan and Ohio. Please give information 














Male—Female - A ducti i i 
company. Pleasant mid-south city under 150,000 production men in Metropolitan San Francisco- and references, Unusuall for right 
. A . , Area. Good I efits. Sa ’ 6 ly good opening rig 
All Lines no. Write “ National Underwriter pl pr my A70, poe hee hy om person. Write A-59, National Underwriter Co., 
610 Se. Broadway Les Angeles 14 o., 175 W. Jackson Blvd., Chicago 4, Illinois. 175 W. Jackson Blyd., Chicago 4, Ill. 175 W. Jackson Blvd., Chicago 4, Iilinois. 
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(CONTINUED FROM PAGE 1) 
each year by the businesslike conduct 
of the affair and by the blandishments 
of this resort. 

Robert W. Hutchison, Vineland, 
was named president to succeed Mr. 
Ryan. Karl Weidel III, Trenton, be- 
came chairman of the executive com- 
mittee and first in line for the top post. 
John S. Sheiry, Bridgeton, was re- 
named state national director, and 
Charles J. Unger, indefatigable execu- 
tive secretary, was assured by his re- 
election of another year of hard work 
in the agents’ behalf. 


Cites Loss Record 


Mr. Barry mauled the New Jersey 
Fire Rating Organization for accepting 
the “dictation” of Inter-Regional In- 
surance Conference in the use of the 
public and institutional form which 
provides, according to Mr. Barry, an 
‘ average of 28% reduction in rate. He 
decried the $100 deductible as a justi- 
fication for such a rate cut and pro- 
duced figures on classes in New Jersey 
; which would fall under PIP. 

t For the fftve years ending 1959—to 
which Mr. Barry added latest avail- 
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You will see 


THE GIG) DIFFERENCE 


in commission income if you sell 


THE MANHATTAN FIRE & MARINE INSURANCE CO. 


MULTIPLE LINE » NATIONWIDE + FAST SERVICE 


111 John St., New York 38 - 
General Agents in Principal Cities throughout the United States 


Producers who work with us say: “Very Good People to Deal With” 


FieNATIONAL UNDERWRITER 


N.]. Agents’ Main Desire Is Freedom Of Contact Bill 


able figures for written premiums and 
losses paid in 1960—on frame pro- 
tected churches and chapels the loss 
ratio was near 55%, and on brick pro- 
tected structures the ratio was 70%. 
On brick protected educational insti- 
tutions, the ratio was 78% and on fire 
resistive buildings in this class it was 
62%. If companies are to make a rea- 
sonable profit in New Jersey, some 
other classes have to make up for 
these losses. There is another way, 
however, Mr. Barry said. That is to 
convince agents that the PIP program 
calls for lower commissions. 

He referred to statements by other 
company executives that the expected 
reduction in expense has never mate- 
rialized in the case of package policies. 
Mr. Barry therefore anticipates con- 
tinued underwriting losses. 


Prescribes Cure 


He advanced his familiar formula to 
cure current ills. He is against devia- 
tions, and for participating policies and 
dividends, the latter to be approved by 
supervisory officials who will deter- 
mine that profit has been made and 
Barry 


not merely anticipated. Mr. 






CE-TO-VALUE 
policyholder! 


THE MANHATTAN-GUARANTEE 


INSURANCE COMPANIES 
. affiliated with THE LONDON ASSURANCE 


Founded 1/20 


GUARANTEE INSURANCE CO. 





Executive & Regional Offices 
550 Kearny St., San Francisco 8 
Chicago and Los Angeles. Service Offices and 


went further and supported the New 
Jersey agents’ quest for passage of a 
freedom of contract law like Barrett- 
Russo in New York. He also urged 
amendment of New Jersey’s Ramsey 
act, which provides for uniform com- 
missions. This was passed before ex- 
tended coverage was ever heard of, 
Mr. Barry said, and only applies to 
fire. He suggests amendments to make 
it cover all lines. Mr. Barry made it 
clear that getting freedom of contract 
legislation and amending the Ramsey 
act would only be stop-gaps. The ideal 
solution lies in his formula, he de- 
clared. 

John Stevens, Bloomfield, legislative 
committee chairman, traced the path 
of the freedom of contract bill through 
the legislature to the latter’s revision 
and amendment of law committee. He 
said that the association continues to 
make every effort to have its members 
as well as mutual agents and broker 
association members contact legisla- 
tors to bring the bill out of committee 
for a vote. He feels that the measure 
has a reasonably good chance of pass- 
ing late this year. 


United Front 


Another area of hope was touched 
on by Edwin M. Rothberg, Plainfield, 
casualty committee chairman. He said 
that the association mutual agents 
and the brokers association have 
formed a united front on legislation to 
permit commissions on assigned work- 
men’s compensation business. The 
permissive amendment to the insur- 
ance law is in committee but Mr. 
Rothberg is optimistic about action in 
the near future. 

He complimented National Bureau 
on its “plan B” for use of uniform 
rates by all insurers on auto AR busi- 
ness. In today’s market—with the use 
of merits and demerits and/or the old 
schedule surcharges—the plan would 
be most attractive. It would provide at 
least one segment of the auto business 
on which agents could quote a def- 
inite cost, Mr. Rothberg said. 

The association’s Road Aid program 
under William J. Doyle, managing di- 
rector, continues to be one of its 
soundest accomplishments. Mr. Doyle 
reported that in the past year member 
agents supporting the plan have 
grown from 632 to 684, insured sub- 
scribers have increased from 85,000 to 
90,000 and emergency service stations 
from 410 to 430. 

In the past year, 7,463 subscribers 
requested service. New Jersey Road 
Aid has made an agreement with In- 
dependent Insurance Agents & Bro- 
kers Assn. of Philadelphia and Suburbs 
to extend the operation into that area 
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and to make the service available to 
members. This could be the start of a 
move to establish the program along 
the entire east coast, Mr. Doyle ob- 
served. 

Arthur C. Dannecker Jr., advertis- 
ing and public relations director Ohio 
Farmers, a tireless convention circuit 
rider on the theme of establishing a 
commendable image of the independ- 
ent agent, emphasized the importance 
of projecting for public understanding 
a clear picture of the agent’s function 
and performance in his community. 

Essex County took the Wilson Cup 
for outstanding performance by a lo- 
cal board. Bergen and Hudson coun- 
ties were the runners-up, in that 
order. 


Chicago-Milwaukee Surety 
Men To Compete At Golf 


Surety Underwriters Assn. of Chi- 
cago and Surety Underwriters of Mil- 
waukee will hold their Chicago-Mil- 
waukee fall golf outing Sept. 26 at 
Elmhurst (Ill.) Country Club. The 
day will feature a buffet luncheon and 
steak dinner, as well as cards and 
prizes. Reservation requests should be 
sent to James T. Burke, New Amster- 
dam Casualty, 175 West Jackson Boul- 
evard, Chicago. 


Vermont Program Ready 


A timely and wide ranging card has 
been arranged for the annual meeting 
of Vermont Assn. of Insurance Agents 
Sept. 18-19 at Woodstock. 

George J. Cleary of the agency de- 
partment of Aetna Casualty will be the 
opening speaker with a discussion on 
prospective developments “tomorrow.” 
T. Winston Keating, Claremont, N.J., 
agent and former president of the New 
Hampshire association, will analyze 
agency management and survival. Wil- 
liam H. Welch Jr., accident depart- 
ment of Connecticut General Life, will 
speak on accident insurance and the 
general lines agent. 

A panel, moderated by William N. 
Woodland, executive vice-president of 
Mutual Fire Insurance Assn. of New 
England, will deal with agency prob- 
lems, prior approval, homeowners, uni- 
form assigned risk plan, merit rating 
and other subjects. 

Commissioner Pingree of Vermont 
will speak at the banquet. 


St. Paul Agents Elect 


New officers of Independent In- 
surance Agents Assn. of St. Paul are 
Howard Overmann, president; Arthur 
Angvik, vice-president, and C. I. Cyp- 
tar, secretary-treasurer and counsel. 
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HieNATIONAL UNDERWRITER 


Gives Agent's Views On Several Issues 


(CONTINUED FROM PAGE 7) 
brought about by give-away coverage 
in package contracts, unusual weather 
cycles, or what-not, all insurers are 
getting more selective in underwriting 
and are drastically reducing the 
amounts of commitment in many clas- 
ses. 

14 To Five To Nine 

Over a period of years, through the 
acquisition of several agencies and 
friendship for several fine and cap- 
able field men, I accumulated 14 fire 
companies without a sufficient pre- 
mium volume to justify them all. With 
a view to saving expenses for the com- 
panies and myself, and to giving each 
a more worth-while volume, we went 
through the painful process of resign- 
ing a number of our agency agree- 
ments, reducing our fire companies 
to five. This lasted for just six months. 
At that point several companies 
changed their underwriting attitudes. 
Some reduced commitments, and we 
found ourselves short of capacity. So 
we started to add more fire compan- 
ies. At present we represent nine of 
them, which is somewhat under the 
national average for our volume. These 
companies have combined total admit- 
ted assets of $2 billion, earned pre- 
miums in 1960 of $950 million. Yet in 
my little two-man agency in a class 4 
city, we have several normal accounts 
which this great aggregation of in- 
surance capital cannot absorb, and por- 
tions of which we are compelled to 
broker. 

Needs More Casualty Markets 

While our major casualty company 
has been a multiple line insurer for 
many years, we have a number of 
commercial accounts that have cer- 
tain special requirements, and we have 
had to find other casualty markets 
for their needs. 

After comparing notes with other 
agents in Ohio and across the country, 
I find our experience differs only in 
detail, not in the general problem. Un- 
til such time as the entire fire in- 
surance business modernizes its meth- 
ods of handling problems of capacity, 
reinsurance, rating, and underwriting, 
substantially reducing the number of 
companies in a successful agency will 
remain impractical. Any one company 
in a multi-company agency which 
claims it can reduce that agency’s 
expense with its direct billings and 
long term policy simply isn’t facing 
up to the facts of life. 

If the companies have any interest 
in recapturing their rapport with ag- 
ents and repairing the breakdown in 
communications, let’s rediscover basic 
principles and start telling each other 
the truth. 

Management of traditional insurers 
are guilty of two mistakes. They adopt 
the premise that the independent 
agent’s share of the premium is “ac- 
quisition cost” when it really is acqui- 
sition-p 1 u s-servicing-for-the-life-of- 
the-policy-cost. Then in an attempt to 
meet mass market price, they reduce 
the agent’s share to or near the level 





Great American Names 
Blanch On West Coast 


Great American has named Robert H 
Blanch superintendent of fire under- 
writing for the Pacific department to 
succeed C. V. Templeton, who has re- 
tired. Mr. Templeton will continue 
with the company as direct assistant 
to the officer in charge of property 
underwriting. Mr. Blanch joined 
Great American in 1960 after 15 years’ 
experience in fire underwriting. 


of the one-company agent’s selling 
commission, but expect the agent to 
continue to hold the fort for the full 
term of the policy. They can’t success- 
fully imitate only part of a system. 
They can’t have all of the advantages 
of the fixed cost of sales-and-service 
of the agency syste mat the same price 
that the captive agency system pays 
for sales only. 

The second error is the effort to 
mass merchandise insurance in imita- 


tion of the merchandising of many 
tangible products. The truth is that a 
great deal of the advertising that pro- 
motes merchandise is over-stated and 
exaggerated. but what about in- 
surance, the great intangible that is 
sold and bought on faith? Are we sup- 
posed to hope that the public won’t be- 
come educated to the broad possibilities 
of claims? 

Discount House Folds 


My office writes a number of bank- 
ruptcy and receivers’ bonds, and fre- 
quently short-term fire and liability 


NORTH AMERICAN 


NORTH 
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coverages for the receivers. Last week 
we were asked to bond the receiver 
for one of our large local discount 
stores. The receiver needed some other 
insurance, so we went out to inspect 
the premises. This enterprise had 
made quite a splash over a few 
months, advertising heavily in the 
newspapers and on TV and radio. 
Across the front of the building at the 
roof line was a huge sign stating “We 
will not be undersold!” The front 
door was locked and posted in the 
window was the bankruptcy notice 
and the sheriff’s order to close. 
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HteNATIONAL UNDERWRITER 


Editorial Comment 


Round Figure Figuring 


In connection with the proposal, 
made by a committee of American 
Insurance Assn., that the fire and 
casualty insurance business adopt cent- 
less accounting, a news item from Af- 
rica is of interest. There African Guar- 
antee & Indemnity Co. has introduced 
in Rhodesia and Bechuanaland a full 


cover automobile policy on which the 
premiums are in pounds, without shil- 
lings and pence. The recommendation 
in this country is to compute pre- 
miums in dollars and to report sta- 
tistics in the annual statement without 
the cents. The savings would be very 
substantial.—K.O.F. 


The Contlict Of Interest Interrogatory 


An interrogatory on “conflict of in- 
terest” will be included in the annual 
statement blank for all insurers begin- 
ning next year. The question is: “Has 
the company an established proce- 
dure for disclosure to directors or trus- 
tees of any material interest or affilia- 
tion on the part of any of its officers, 
directors, trustees, or responsible em- 
ployes which is in or is likely to con- 
flict with the official duties of such 
person?” 

While this does not go so far as to 
prescribe a “code of ethics,” it comes 
close to it. Fire and casualty insurers 
are setting up “procedures” in order 
to comply with the interrogatory next 
year. In this connection, Prudential, 
the life and A&S insurer of Newark, 
has prepared and publicized a detailed 
code of ethics. While much of it is not 
applicable to the fire and casualty 
company operation because the latter 
is not in the day-to-day business of 
making loans of very large sums of 
money, nevertheless several points in 
the Prudential code would be appli- 
cable. 

For example, the Prudential state- 
ment on conflicts of interest prescribes 
that certain officers and employes shall 
not be directors, officers, associates, or 
partners of other business enterprises 
operated for profit, or occupy any 
other position with such an outside 
business enterprise which involves any 
responsibility for or influence in the 
management—without first securing 
permission of directors. One division 


named is the home office buildings 
and plant department. In a fire and 
casualty insurer, if anyone influencing 
the purchase of supplies and equip- 
ment, or contracting for construction, 
had an ownership interest in a sup- 
plier, equipment maker, or contract- 
ing firm, he might be regarded as 
having established a situation which 
could lead to a conflict of interest. 

Prudential’s rules ban the accept- 
ance of gifts, gratuities, or favors from 
person, firm, or corporation doing bus- 
iness with the company or seeking to 
do it. Normal exchange of hospitality 
or reciprocal gift exchanges of a per- 
sonal nature are exempt from the 
rule. (Most insurance departments, 
we understand, have strict rules 
against the acceptance by department 
personnel of gratuities from insurance 
representatives. ) 

Whether the fire and casualty com- 
pany managements will feel as strongly 
as Prudential about ownership of stock 
in competing companies remains to be 
seen. But Prudential management re- 
gards this as “an obvious conflict of 
interest in most organizations.” Con- 
sequently, it adopted the rule that 
“no officer or employe of the company 
at or above the 2nd vice-president 
level shall directly or indirectly ac- 
quire as an investment any stock in 
an insurance company writing life and 
A&sS insurance.” 

A fifth rule adopted by Prudential 
also would have general application 
to any insurer. That one requires of- 


ficers, down through assistant treas- 
urer, to disclose to the executive com- 
mittee at once any loan from a bank 
which is, or is being considered for 
approval as, a depository for the funds 
of the company. Here the company 
plans an annual questionnaire that 
will disclose any unsecured indebted- 
ness of an officer or employe in ex- 
cess of three months of salary. 

One conflict that could arise in fire 
and casualty in these times of com- 
bination and merger is if an officer 
of a company negotiating to purchase 
another insurer were to go out and 
trade heavily in the shares of the 
company being purchased. 

From long observation, we judge the 
ethical standard and conduct of those 
responsible for the management of 
American insurance companies to be, 
in general, well above the average of 
American commercial enterprise.— 
K.O.F, 





Personals 


William O. Bailey, assistant vice- 
president of Aetna Casualty at the 
head office, and Mrs. Bailey are the 
parents of a baby daughter. 


William J. Laadt of Laadt & Co. 
metropolitan supervising agency, Chi- 
cago, is leaving Oct. 1 for a two-month 
vacation in Italy, Greece and Turkey. 


Lloyd W. Brown, who retired as 
vice-president of America Fore Loy- 
alty group last April and since has 
been investigating climatic conditions 
in the south before moving perma- 
nently from Chicago, has decided on 
Beaufort, S. C., and is in the process 
of moving there. 


F. J. Sullivan, who was honored on 
his retirement as assistant manager 
of Montana Fire Rating Bureau at the 
annual convention of Montana Assn. of 
Insurance Agents, has been in the busi- 
ness since 1916, when he joined Paci- 
fic Board. He was a stenographer and 
later chief of the examining and sur- 
veying department. He was named 
assistant manager in 1945. He is prom- 
inent in the Montana pond of Blue 
Goose and has been a deputy grand 
gander at large and deputy loyal grand 
gander for eastern Washington, Mon- 
tana, Utah and Idaho. Mr. Sullivan 
managed the State Insurance Refer- 
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endum Assn. that repealed a Montana 
law requiring all politicial subdivisions 
to carry fire and other coverages in 
the state fund. For many years he has 
supplied THE NATIONAL UNDERWRITER 
with insurance news from his state. 


HOLLIS L. BROWNELL, 48, assis- 
tant secretary of Sterling Offices, died 
at his home in Hohokus, N. J., while 
preparing for a trip to return his son 
to college at Canton, N. Y., and for a 
vacation in his native city of Pots- 
dam, N. Y. 


HENRY F. COOPER, 81, a co-found- 
er of Farmers Mutual Liability of In- 
dianapolis, predecessor of Meridian 
Mutual, died. He was claims supervisor 
and assistant secretary of Farmers Mu- 
tual Liability when he retired in 1948. 


HORACE M. DYER, 67, who oper- 
ated a local agency in Commerce, Tex., 
for 31 years, died after a long illness, 


SAM D. DANIELL, for many years 
state agent in Alabama for National 
Union and later for Pacific National, 
died in Bradenton, Fla. He retired 
two years ago. 


WALTER H. FOWLER, former vice- 
president of Marsh & McLennan in 
New York, died in Miami Shores, Fla., 
where he moved when he retired in 
1955. He joined Marsh & McLennan 
in 1939. 


Mrs. HJALMAR HJERMSTAD, 
whose husband is president of Citi- 
zens Fund Mutual Fire and Citizens 
Fund Mutual Casualty of Red Wing, 
Minn., was killed in a fall on the 
basement steps of their home. 


ROBERT F. NOLAND, Davenport 
agent and treasurer-elect of Iowa 
Assn. of Independent Agents, died in 
a boating accident on the Mississippi. 


WALLACE SHUTTLEWORTH, 42, 
Indianola, Miss., agent, died there of 
an apparent heart attack. 


WALTER G. HARTLEY Sr., 59, 
Dallas agent, died in a hospital there 
after a short illness. He had been in 
the business since 1919. 


GEORGE TRAVNIKAR, Cleveland 
agent and a member of Cleveland 
Board for 15 years, died of a heart 
attack. 


HOWARD HILDEBRAND, 67, of the 
agency bearing his name in Berea, 
O., died while visiting his daughter 
in Denver. He and his wife were on 
the first leg of a trip through the west. 
Before opening his own agency eight 
years ago, he had been with Sun Life 
of Canada 35 years. 


KEENE WILLIAMS, 52, local agent 
at Tompkinsville, Ky., died of a heart 
attack. 


B. F. ADAMS, general agent of Mo- 
bile, Ala., died there after a long ill- 
ness. 


HERMAN BARTHOLOMAY Sr., 76, 
a partner of Bartholomay & Clark- 
son agency, Chicago, died. In the in- 
surance business 51 years, in 1910 he 
and his brother, William B. Jr., formed 
Bartholomay Bros. agency. About 1920, 
Ira C. Darling became a member of 
the agency, the name being changed 
to Bartholomay-Darling. In 1936, John 
L. Clarkson joined the agency, which 
became Bartholomay, Darling & 
Clarkson. Two years later on the re- 
tirement of Mr. Darling, the agency 
took its present name. William Bar- 
tholomay is still with the agency, and 
Herman Bartholomay Jr. is now a 
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ber. He is currently president of Chi- 
cago Board of Underwriters. Another 
son, Robert, was formerly with the 
agency but is no longer in the insur- 
ance business. 





Cravens, Dargan Has 
Schools On Tex. Farm, 


Ranch Owners Policy 


Cravens, Dargan & Co., insurance 
managers of Houston, has begun a 
series of special schools for its agents 
on the new Texas farm and ranch 
owners policy. 

The schools will be conducted at 
Wichita Falls, Amarillo, Lubbock, 
Abilene, Midland, Harlingen, Corpus 
Christi, San Antonio, Austin, Tyler, 
Waco, College Station and Houston. 

Participating in the schools from the 
home office are A. A. Raines, produc- 
tion manager; W. G. West, crop hail 
department manager, and Mrs. Ethel 
Bennett, farm and ranch manager. 


Mich. Teetotalers Back 
Stiff Liquor Liability 

Spokesmen for Michigan Temper- 
ance Foundation urged retention of 
the present requirements governing 
liability of liquor licensees at a hearing 
conducted in Lansing by the Michigan 
department. The foundation argues 
that licensees enjoy special privileges 
and should accept special responsibili- 
ties for the public’s protection. 

Insurance representatives and 
Michigan Table Top Congress, com- 
posed of liquor licensees, contend that 
the present law is unreasonable. They 
maintain that it has created exorbi- 
tant judgments and operated inequita- 
bly. 

Commissioner Blackford of Michi- 
gan alranged the hearing in connec- 
tion with a study of the law made by 
a special committee he designated 
after Gov. Swainson vetoed a 1961 
act which would have eased the risk 
of liabllity. 

The act would have narrowed lia- 
bility for wrongful acts arising from 
intoxication to the vendor’s establish- 
ment where it could be shown that 
the patron became intoxicated. At 
present, all places frequented by the 
patron could be held liable. Blanket 
suits naming many defendants have 
been successfully carried through to 
judgment. 

It was brought out at the hearing 
that 5,135 licensees paid approximately 
$500,000 in premiums during 1960. In 
1961, about the same number have so 
far paid premiums totaling more than 
$1,300,000. 


Wyo. AR Plan Reports 


Wyoming Automobile Assigned Risk 
Plan in the year ending June 30, 1961, 
received 2,959 new and, renewal ap- 
plications, according to the report of 
Manager R. G. Shurtleff. 

Of the applications, 1,186 were new 
and 1,773 were renewal. Policies were 
issued to 1,112 of the new applications 
and 1,005 renewals. Of the 842 re- 
maining applications, 26 were rejected 
by the plan for cause, 91 by the com- 
panies, 768 were not taken by appli- 
cants, and 29 applications were drop- 
ped. 

Six appeals went ‘to the governing 
committee in the year, with one ob- 
jection sustained, two overruled and 
three otherwise disposed of. 

The leading auto BI writers in 
Wyoming, on the basis of 1959 pre- 
miums, are State Farm Mutual Auto, 
Wyoming Farm Bureau Mutual, 
Hawkeye-Security, Farmers Exchange 
and American Casualty. 
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Loss Men Ready 
Ahead Of Time For 
Texas Hurricane 


(CONTINUED FROM PAGE 1) 
ingly high tides that flooded many 
areas. This is not ordinarily insured. 
There will be some touchy loss ad- 
justments here, because the wind did 
its share of damage too. 

Losses on the coast will not be set- 
tled in a hurry. Adjusters won’t be 
able to get about in the areas worst 
effected by water damage because 
communications and other services 
aren’t functioning. Boats and property 
near the shore are covered with slime 
and ooze. It will take time to deter- 
mine just what the damages are. 


Insurance Stocks Dip 


On Hurricane Approach 

Anticipating the impact of the 172 
m.p.h. winds of Hurricane Carla, a 
number of actively traded fire-casualty 
stocks had their worst day in recent 
months on Monday, dropping an aver- 
age of 7.1% from Friday’s close. The 
Standard & Poor’s average for leading 
stocks of all types was off .9% 

A list of 13 companies, made up 
by William B. O’Connor, trader at 
Shelby Cullom Davis & Co. New 
York, showed a drop of $269 million 
in total market value of insurance 
stocks at their worst points on Mon- 
day and Tuesday. Prices firmed slight- 
ly on Tuesday despite reports of trou- 
ble in Galveston from tornadoes that 
sprouted in the hurricane’s wake. 

One observer of the insurance stock 
scene said that stockholder reactions 
varied more or less independently of 
the actual extent a given company is 
committed in the area of destruction. 


American Off 10.6% 


American was off 10.6% closely fol- 
lowed by Aetna Fire, off 10.5%. North 
America, on the American Exchange, 
at 101. Predominantly fire companies, 
stood alone on the list as being unhurt 
like Fireman’s Fund (off 8.4%) and 
Phoenix of Hartford (off 8.2%) helped 
lead the parade. 

Mr. O’Connor’s list, giving the low 
bid during Monday and Tuesday and 
the percentage decline, was as follows: 
Aetna Fire 107 (10.5); Federal 67 
(4.3); American 27% (10.6); Boston 
37 (7.0); Fireman’s Fund 57% (8.4); 
Great American 55 (4.8); Hartford 
Fire 80 (7.0); Home 60% (7.3); Con- 
tinental 6034 (8.5); North America 
101 (unchanged); Northern of New 
York 44 (7.9); Phoenix of Hartford 
112 (8.2); and Springfield 39 (8.2). 

Other stocks, traded less often, were 
being lowered on the bid side by the 
traders even when there had been 
no transactions. 

Fire and casualty issues quieted down 
by Tuesday’s close. American rose 1% 
to 28%. Unchanged were Fireman’s 
Fund, Home and Springfield. 


Mich. Mutuals Merge 


Lenawee Mutual of Adrian, Mich., 
and Southeastern Mutual of Detroit 
have merged under the latter name 
with the headquarters in Detroit. 

The companies are former farm 
mutuals that became general mutuals 
in 1959. Lenawee was organized 99 
years ago and Southeastern Mutual 98 
years ago. 

President of the combined company 
will be Harold A. Strayer; vice- 
presidents, R. E. Clapper and C. W. 
Cook; secretary-treasurer, H. W. Hach- 
man, and general manager, Robert M. 
Henry. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Sept. 12, 196 
































Bid Asked 
$ $ 
A CORED cnmnticimmnniionnn 143 ~=OBid 
Aetna Fire 108 114 
American Equitable . ..........0000 21 2242 
American, Newark ....... 27% 29 
American Motorists  ........0s0000 2642 28% 
Bost 37 3842 
Continental Casualty .......0008 108 111 
Corea Ee I a iaccinctistccccccrrccnces 53% 55% 
Federal 68% 70 
Fireman’s Fund 58 60 
General Re. ......... 170 180 
Glens Falls ........... 41 4212 
Great American . 554% ST 
p  ,  Spnenennronre 81 83 
Hanover 4% 46 
pK A, Aeon 61% 63 
Ins. Co. of No. America ............. 102 104 
Jersey Ins. 36 37'2 
Maryland Casualty .......ccsssssseeee 42%2 43% 
URE, TIO cisccctnntincicccsssicnccisscsscinsss 145 Bid 
GG yO 44 46 
we ee 60% 63 
TG NI cenecnccttatciecitnscinctonicinies 43% 45 
Ce CRIED ciscsincessssinriniincintatense 28% 30 
I, COIS stscatinctncssecscennssemetnen 113 118 
RIG We: censtcissnsseiesnteccaninccaiiicne 22% 23% 
pt | Ane 234% 25% 
Reliance 62 B64 
I a Ge a sinareisistcccsentcssncasctl 8442 8642 
Springfield F. 8 Mi. ....ccccccccccssseee 39% 41 
Travelers 138% 140 
ee Sere 61 63 
U. S. Fire 35 36 





Less Than 50% Able 


To Pass Ind. Exam. 


Persons hopeful of becoming insur- 
ance agents in Indiana are not having 
as much luck passing the licensing 
examination as formerly. The new 
commissioner, Harry E. McClain, who 
took office last year, suspended the 
‘examination procedure in order to 
write up some new questions and 
otherwise revamp the licensing sys- 
tem. 

Since examinations have been re- 


sumed, less than 50% of the appli-- 


cants have passed the test—149 of 322 
for the general examination, or only 
46.2%. Only 37.3% of applicants for 
A&S licenses have passed, 223 out of 
576. 

In the old days, the passing average 
exceeded 85%. 


New Holiday Safety Kit 


National Board has prepared “Tree 
Trimming with a Twist,” a program 
kit for women’s clubs, describing how 
to plan and carry out a Christmas and 
holiday fire safety program. 

This is the third in a series of pro- 
grams prepared by the board for wom- 
en’s organizations. The first, “Blue- 
print for Protection,” details funda- 
mentals of home fire prevention, and 
the other, “Senior Citizens and Fire 
Safety,” concerns precautions for per- 
sons 65 and over. The kits are availa- 
ble on a one to a club basis from board 
offices in New York, Chicago and San 
Francisco. 


Ratcliffe To College Post 


Davis T. Ratcliffe, who has been 
senior instructor of the school of In- 
surance Society of New York, has 
joined the faculty of Mohawk Valley 
Technical Institute, Utica, N. Y-, as 
instructor in the banking, insurance 
and real estate department. 

Mr. Ratcliffe’s insurance experience 
has been in underwriting and in edu- 
cation. He was with Fidelity & Casu- 
alty, Maryland Casualty, and New 
Amsterdam Casualty, in charge of edu- 
cational activities for the two latter 
companies. He joined the society in 
1956. 
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Wis. Agents’ Assn. 
Completes Program For 
62nd Annual Meeting 


In addition to the first-day speakers 
announced in last week’s issue, com- 
plete details are now available for the 
annual convention of Wisconsin Assn. 
of Insurance Agents, Hotel Schroeder, 
Milwaukee, Oct. 3-5. The first-day a- 
genda will also include a talk by Wal- 
ter G. Dithmer, regional director In- 
surance information Institute, Chicago, 
“A Forward Look in Public Relations,” 
as well as the local board dinner that 
evening. 

The general session the second day 
will include a talk by Clifford Reck- 
ling, editor the Weekly Underwriter, 
on “A Forward Look at Your Company 
Relations,” as well as reports of the 
secretary-treasurer, state national di- 
rector, a report of administration, and 
election of officers. There will also be 
a breakfast for CPCU members that 
day. 


Second Day Events 


Other events of the second day in- 
clude a panel on insurance statutes, 
workshops for large lines and personal 
lines agents and the annual banquet. 
Harry E. McClain, Indiana commis- 
sioner will be the luncheon speaker. 
Moderating the panel will be Commis- 
sioner Charles L. Manson of Wiscon- 
sin. Panelists will be Paul H. Mast, 
executive secretary of the Wisconsin 
association; Charles H. Timbers, de- 
puty commissioner; Stanley DuRose, 
assistant deputy commissioner; Jerry 
Scheibl, department rater, and James 
C. Herrick, association counsel. 

John J. Batenburg will act as co- 
ordinator of the large lines workshop, 
the speakers being Stanley McPher- 
son, insurance buyer Pittsburgh Plate 
Glass, and Audrow Nash, super- 
intendent of sales promotion, fire and 
casualty agency department Travelers. 

Harland Klipstein, Madison, will be 
coordinator of the personal lines ses- 
sion, with Bernard P. McMackin Jr., 
assistant editor Fire, Casualty & Surety 
Bulletins, and T. L. Mulcahy, associate 
manager Continental-National group, 
Chicago, as speakers. 


Final Day’s Sessions 


The final day will consist of a gen- 
eral session in the morning, during 
which the general business meeting 
will be conducted, the resolutions com- 
mittee will make its report and three 
speakers will be heard: Richard M. 
Heins, professor of insurance Univer- 
sity of Wisconsin, who will discuss 
regulation; John L. Morgen, systems 
representative Remington Rand, Mil- 
waukee, speaking on office systems, 
and Calvin D. Johnson, executive as- 
sistant to the vice-president Reming- 
ton Rand, Washington, D. C., “A For- 
ward Look in America.” 

Floor show at the banquet will be 
through the courtesy of General Cas- 
ualty of Wisconsin, Time and North- 
western National. 


H. E. Timmons To Retire 

Henry E. Timmons, Kentucky state 
agent of Aetna Casualty, has an- 
nounced that he will retire Nov. 1. He 
has been with the company for 39 
years, for several years at Indianapo- 
lis before moving to Kentucky. 

Brame, Ward & Hancock managing 
general agency of Montgomery, Ala., 
has marked the 25th year of opera- 
tion under the present name. The or- 
ganization was founded in 1920 by Al- 
bert J. Brame and operated under his 
name until the new firm was formed 
in 1936. 
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Makes it legal... 
but doesn't 
make it work 
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Love, loyalty, understanding—more than a license is needed to make 
a marriage sound. And it takes experience, know-how, efficient service 
and, we might add, generous commissions to put an insurance business 
on a sound, lasting basis. Thirty-seven years, for instance. That’s how 
long PSM has been at it. And doing very well. Have you looked into 
our deviation arrangements lately? 


© Our deviation arrangement and liberal commis- 
sion make Public Service insurance easier to sell. 
20% DEVIATION: General 10% DEVIATION: Automobile 
liability in all forms bodily injury and property dam- 
age liability; all classes. 
SPECIAL DIVIDEND PAYING: 


Workmen’s Compensation 


15% DEVIATION: Fire and 
Allied Lines 








A 
MUTUAL INSURANCE CO. 
Home Office 
10 Columbus Circle, N. Y. 19, N. Y 
37 years of public service 

WM. E. DANDRIDGE, Agency Supt. * Mineola, 288 Old Country Rd., Long Island, 
ROBERT ZMOOS, Mor. * New Rochelle; 245 Hugenot St., WM. E. BYRNE, Mgr. * 
Rochester; 10 Gibbs St., W. C. VAN VECHTEN, Mgr. * Buffalo; 907 Morgan Bldg., 
JOSEPH MURPHY, Rep. * Syracuse; 813 State Tower Bldg., JAMES E. MacCOLLUM, 
Rep. * Miami; 902 S.W. Second Ave., THOMAS H. RIGGINS, Mgr. * E. Orange; 
61 Lincoln St., IRVING GROVES, Mgr. 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 














’ Around the weith ‘our field representatives are at your service — 


to help build your clientele. © ALL COVERAGES EXCEPT LIFE 





NEW HAMPSHIRE 
INSURANCE GROUP) 


NEW HAMPSHIRE INSURANCE COMPANY 
GRANITE STATE INSURANCE COMPANY 


Manchester, New Hampshire 
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Insurers Short On Some Coverages: Mertz 


| (CONTINUED FROM PAGE 2) 

| American industry with all the types 
land amounts of coverage it wants, 
he continued. 

Inflexibility of state rating acts and 
regulations must share the blame, the 
| speaker said, and named the laws of 
|six jurisdictions—Texas, North Caro- 
| lina, Virginia, Louisiana, Mississippi 
|and the District of Columbia—as being 
| the most restrictive. 
| He asked for the “unloosening of 
|some of the unnecessary fetters that 
|bind the admitted insurers and giving 
|them a better chance to match the 
|speed and flexibility of their unli- 
|censed competitors.” One step in this 
|direction would be to provide by stat- 
ute that whenever placement of a 
igiven risk with non-admitted com- 
|panies is permitted under the surplus 
|lines law, admitted companies desir- 
ing to do so may meet the compe- 
tition of the non-admitted companies 
eee regard to the rating laws, he 
| declared. 

“As another important aid in the 
| solution, our association believes that 
basic shortcomings of the all-industry 
laws themselves should be squarely 





‘Mutual Engineers 
Plan Fall Meeting 
On Loss Prevention 


Assn. of Mutual Insurance Engin- 
leers, assisted by Federation of Mutual 
Fire Companies, will hold its fall meet- 
ing Oct. 23-25 at San Francisco. The 
{conference will bring together engin- 
eers, inspectors and field men to hear 
fi nscingee professional engineers, arch- 
itects and fire prevention specialists 
discuss loss prevention problems. 

Among topics discussed will be fire 
problems in shopping centers, super- 
markets, heavy timber construction, 
land subsidence and earthquake, pre- 
stressed concrete, forest products, and 
bowling lanes. Guest speakers will in- 
clude Loren Bush, president National 
Fire Protection Assn.; G. E. Troxell, 
University of California; Deputy Chief 
Kruger of the San Francisco fire de- 
partment, and Deputy Chief Hill, Los 
Angeles fire department. 


Mutual Of Omaha Starts 
Intensive Ad Campaign 


Mutual of Omaha is launching an 
| intensive advertising campaign this 
|fall. Headlining the campaign on TV 
will be Chet Huntley, Bob Considine, 
Jack Paar, Arthur Godfrey and “Fa- 
ther Knows Best.’”’ Among publications 
carrying ads will be Reader’s Digest, 
Parade, This Week, the American 
Weekly, and Family Weekly. The pro- 
gram is planned to emphasize the in- 
dividual salesman and the new “good 
neighbor” policy of income protection 
plans. 








Cal. Mutual Agents Name 
McClung Mr. Mutual Agent 


California Assn. of Mutual Insur- 
ance Agents has named Charles E. 
McClung, Los Angeles, Mr. Mutual 
Agent of California. The selection is 
made from resumes of agents’ careers, 
contributions to mutual insurance and 
civic activity, submitted by area man- 
agers of mutual fire and casualty com- 
panies. 

Mr. McClung started his agency in 
1939. He is president of the California 
association. His resume will be sub- 
mitted to NAMIA for consideration as 
Mr. Mutual Agent of the U. S. 





confronted and rectified,” said Mr. 
Mertz. “I am referring among other 
things to the fact that fire and casualty 
insurance is still regulated under sep- 
arate rating laws in most states; that 
all rate and coverage changes must 
await affirmative approval or running 
of lengthy waiting periods; that the 
rating standards of excessiveness and 
inadequacy are not defined and are 
therefore somewhat ambiguous; and 
that bureaus and other powerful 
groups have been able as ‘aggrieved 
persons’ in hearings and litigation to 
obstruct competition by independent 
companies.” 

He asked for the “interested and 
sustained” attention of the insurance 
buyers—“not only to those conditions 
and developments in our _ business 
which immediately affect you, but al- 
so to those related matters which 
may at the moment seem peripheral.” 


Explore Every Available Avenue 


He urged buyers always to explore 
and pursue every available avenue for 
local placement before resorting to 
the non-admitted market, and that, if 
the only thing preventing an admit- 
ted company from providing the cov- 
erage and rates desired is failure by 
an insurance department official to 
grant approval, the corporate buyer 
“go to bat’ for that company with 
the official before turning to non- 
admitted sources 

“The corporate insurance buyer has 
a vital stake in the efforts of our as- 
sociation and others in the legislative 
arena to minimize future bottlenecks 
by eliminating the prior approval 
mechanism. That mechanism is out- 
moded, the original reasons for its ex- 
istence have been debunked or ren- 
dered obsolete, and it now serves only 
as a millstone around your and the 
insurance companies’ necks. Freed of 
this millstone, the progressive-minded 
companies would be in a far better 
position to deliver the forms of pro- 
tection you need when you _ need 
them.” 
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Motel Policy Panel 
At Pueblo I-Day 


Pueblo, I-Day featured a panel on 
the multi-peril motel policy. Partici- 
pating were Ben Matthesen, superin- 
tendent multi-peril department Em- 
ployers Liability; Bruce Chittenden, 
state agent America Fore Loyalty 


group, and John Williams, special 
agent Travelers. 
Forrest Johnson, special agent 


Fireman’s Fund, described the differ- 
ence between the motel and apart- 
ment multi-peril forms. William 
Worthington, special agent National 
Union, and John Murphy, casualty 
superintendent of U.S.F.&G., analyzed 
the handling of workmen’s compensa- 
tion. 

The meeting concluded with an 
open forum on the special auto policy. 


American Cas. Names Two 

American Casualty has named 
Frank S. Schultheis manager at Oma- 
ha. He had been a senior multiple 
line special agent at Chicago- 

U. Grant Hull has joined the home 
office property department. He will be 
active in development, underwriting 
and production of commercial multi- 
ple line risks. 


[~~ DIRECTORY OF RESPONSIBLE™ ™ 


INDEPENDENT 
ADJUSTERS 


A 








BREWER ADJUSTMENT COMPANY 


Long Haul, Bus, Taxicab and Automobile 
Liability and Physical Damage— 
General Liability—Compensation—Fire 
RED ROCK BLDG., ATLANTA, GA., JA 3-2783 
BUSH BLDG., COLUMBUS, GA., FA 7-7096 








oS. q Kenaghan & Os. Dr. 


INSURANGE ABJUSTERS 
WINNIPEG, Manirosa, 138 PorTaGe Ave. East, TEL. WH 3-5476 
BRANB®N. ManirTosa, 106- 11TH STREET, TELEPHONE PA 9-4653 
KEN®@RA, @nrario, 114 Main St. SouTH, TELEPHONE H© @-7229 
BRY BEN, @nTARIO, BOX 1552, TELEPHONE 217 
IN CANABA COVERING MANIT@BA ANB WESTERN @NTARIO 
ABJUSTING ANB INVESTIGATING FOR COMPANIES @NLY 








RAYMOND N. POSTON, Inc. 
159 S. W. 8th St. Miami, Fla. 


BRANCHES 
FT. LAUDERDALE 
LAKE WORTH 
KEY WEST 














RIEDER-GILLESPIE COMPANY 


INSURANCE ADJUSTERS - ALL LINES 
MIAMI (38) 9620 N. E. 2nd Ave., PL 9-6618 
FORT LAUDERDALE 325 S. E. 6th Street, JA 3-6472 
WEST PALM BEACH 125 Lakeview Ave., TE 3-3646 
MARATHON SHORES P.O. Box 3235, PH 743-5715 






















INSUBANCE ADJUSTERS 


Home office—428 So. Maln, Salt Lake City, Utah. 
Day or night offices: Ogden, Utah; Provo, Utah; Idaho 


Falls, Idaho; Pocatello, Idaho; Twin Falls, | Idaho 








MORRELL P. TOTTEN & COMPANY, Inc. 


General Adjusters—All Lines 


ALASKA CALIFORNIA OREGON 
Anchorage Eureka Portland 
Fairbanks Fresno WASHINGTON 
Ketchikan Los Angeles Seattle 

San Francisce Spekane 
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Whiskey Warehouses In 
Ky. Get Fire Rate Cut 


FRANKFORT—Lower fire  insur- 
ance rates for whiskey warehouses 
have gone into effect in Kentucky. The 
reductions average about 8% and 
further decreases may be obtained for 
individual warehouses by providing 
them with standard lightning protec- 
tion. Two recent large fire losses at 
whiskey warehouses were attributed 
to lightning. 

It is estimated the new rates will re- 


sult in total premium reductions of | 





about $85,000 a year. If all warehouses | 
were provided with lightning protec- | 
tion, the total reduction would amount | 


to about $131,000. 


AMIA Issues Booklet On 
Hiring Disabled Workers 


A new booklet, Workers Worth 
Their Hire, has been published by 
American Mutual Insurance Alliance 
for distribution to industry in coop- 
eration with President 


Physically Handicapped. 
The booklet’s 


Kennedy’s | 
Committee on Employment of the | 


purpose is to correct | 


misconceptions held by many as to the | 


desirability of hiring physically hand- 
icapped workers. Among these are 
that handicapped workers are more 
likely to have accidents, that the em- 
ployer’s workmen’s compensation costs 
will rise if he hires them, that such 
workers are frequently absent from 
their jobs, that the handicapped are 


not good prospects for long-term em- | 
ployment and are not promotable, and | 


that their production 
standard. 


is not up to | 


The booklet points out that physi- | 
cally handicapped persons, when prop- | 


erly placed, trained and supervised, 
work at least as safely as others. 


Workmen’s compensation costs depend | 
upon the relative hazards of types of | 


work and upon the employer’s over- 
all accident experience. Absenteeism 
among such workers is no greater, and 


often less, than among others. Many | 
such workers have been with the same | 


employers for many years, and fre- 
quently have been promoted. They pro- 


duce at slightly higher rates than un- | 


impaired workers under proper con- 
ditions. 


Trinity Universal Has New 
Property, Casualty Units 


Trinity Universal has_ established 
new property and casualty divisions to 
better coordinate and administer pro- 
duction and underwriting nationally. 

Harold Cabness, district field man- 
ager at Houston, has been transferred 
to the home office to manage the pro- 
perty division. A. J Tyler Jr., vice- 
president and agency director, has 
been appointed to direct the casualty 
division. 

2 Chicago Assns. Set Outing 

Casualty Underwriters Assn. of Chi- 
cago will hold its annual joint outing 
with Burglary Underwriters Assn. of 


that city at St. Andrews Country Club, | 


Sept. 29. Reservations may be made 
through Richard Todhunter, Ins. Co. of 
North America, 231 South LaSalle 
Street, Chicago 4. 


Pierre R. Vallet of North America’s 


New York office has been named | 


chairman of a new National Fire Pro- 
tection Assn. committee formed to 
deal with fire safety in boat yards and 
marinas. This area was formerly han- 


dled by the NFPA committee on motor | 


craft. 
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THE CENTRAL NATIONAL INSURANCE GROUP 


of OMAHA 


Rated “Excellent” by Alfred M. Best Company, Inc 


\ THE CENTRAL NATIONAL INSURANCE COMPANY 


An agency-minded Company for professional producers 
offering full, multiple line facilities with unique profit- 


sharing plans. 


YJ e THE CENTRAL NATIONAL LIFE INSURANCE COMPANY 


oa 


S An aggressive, progressive facility with full Life, Accident 
and Health, and Group forms available on excellent, vested 


commission contracts. 


WA ¢ THE PROTECTIVE NATIONAL INSURANCE COMPAKY 


S The modern approach for finance accounts writing a large 


volume of business. 


WRITE: 


THE CENTRAL NATIONAL INSURANCE GROUP 
OF OMAHA 


Central National Bldg. ¢ 


Omaha, Nebraska 








PACIFIC 
EMPLOYERS 
GROUP 


OF INSURANCE COMPANIES 


PACIFIC EMPLOYERS + MERITPLAN 
ALLIED + CALIFORNIA UNION 
CALIFORNIA FOOD INDUSTRY 





...a source of 
SAVINGS 


Because foot injuries are among 
major causes of costly industrial 
accidents, our safety engineers 
concentrate on methods of preventing 
them. Protective shoes, loading 
techniques and machine safeguards 
are among many details given 
intimate attention to keep employees 
healthy and working. 


PRECISION SAFETY 
ENGINEERING 
PAYS DIVIDENDS 


Increased production and lowered net 
costs of insurance are among results. 
It’s a reason Pacific Employers Work- 
men’s Compensation policyholders 
have received more than $29,000,000 
in dividends! 














NATIONAL ADVERTISING 
SMOOTHES THE wayl 








Starting this fall, a big new national advertising campaign will smooth the way for sales calls 
for the independent local agents of Kemper Insurance companies. Millions of prospects will 
learn of the top-notch service and facilities offered by Kemper Insurance agents through 
influential advertising on NETWORK TELEVISION AND IN NATIONAL MAGAZINES. 


This is our way of helping the 
agent, and his sales story, be- 
come known to his prospects 
even before sales calls are 
made, This prestige national ad- 
vertising smoothes the way — pre- 
sells the agent's personal service 
and the full-line facilities and sav- 
ings possibilities he offers—makes 
his selling job easier. 











Chicago 40 
LUMBERMENS MUTUAL CASUALTY COMPANY—AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS. MUTUAL INSURANCE COMPANY 
FIDELITY LIFE ASSOCIATION—FEDERAL MUTUAL INSURANCE COMPANY 
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